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NALU Trustee R. Edwin Wood, 
Phoenix Mutual, San Francisco, has 
addressed the following open letter to 
his fellow board members in NALU 
on the subject of association mass cov- 
erage plans. He asks for action on his 
proposals at the NALU midyear next 
month. 


On this we can all agree: NALU 
should be and is constantly on the 
alert to serve its 
members and their 
policy -owners. 
However, we sense 
that a large seg- 
ment of our mem- 
bers fail to see the 
fruition of our 
good intentions in 
concrete results 
which are helping 
them and_ their 
policy-owners in 
their day-to-day 
operations. Could 
this impression be fostered by our will- 
ingness to pass by important issues 
with a resolution or a statement of 
principle in opposition? 

Could we of the board be guilty of 
failing to face the many crises in our 
business with resolute, positive and 
effective action? Words are cheap, but 
their cheapness may be the real 
measure of their value. Certainly we 


list 5 Of Speakers 
For LIAMA Agency 
Management Parley 


A speech on planning for the 1960s, 
tobe given by M. K. Kenny, assistant 
general manager and director of agen- 
ties for Excelsior Life, will keynote 
the 1960 agency management confer- 
ence of LIAMA, to be held March 
14-16 at the Royal York Hotel in 
Toronto. 

W. Robert Jenkins, president of 
Columbian Mutual, will also speak on 
Monday morning, discussing conceptual 
leadership and planning for the ’60s. 

J.D. Anderson, executive vice-prési- 
dent of Guarantee Mutual Life, will be 
moderator of a panel on product de- 
velopment in the next decade. A panel 
0 audio-visual aids, concentrating on 
the use of point-of-sale films, will be 
headed by Ronald D. Rogers, agency 
Vice-president, North American Life 
of Chicago. 

John Fisher of the Canadian Broad- 
casting Corp. will speak at the Monday 
night dinner. 





R. Edwin Wood 





American Mutual Life reports two 
company records: Submitted business 
for January showed a 36% gain over 
the same month last year and paid-for 
odinary business for the same month 
Mcreased 47%. 





XUM 


have many classic examples of our 
opponents having stomped headlong 
over our resolutions and proceeded on 
their merry way just as though we 
had never spoken. We truly have been 
whispering at the hurricane. 


‘Must Do More’ 


If NALU is to measure up to its 
great calling we must do more. We 
must make our influence count for 
more. We have been using a cap pistol 
to do a job which requires an atomic 
blast. 

There is a most important issue that 


is now clamoring for an answer in 
behalf of the very existence of the 
American agency system. The issue is 
this: “Is the wider use of mass cover- 
ages in contrast to individual policy 
contracts really in the best interests 
of the insurance buyer?” If the answer 
is in the affirmative we are witnessing 
the beginning of the liquidation of the 
agency system. And with it the liqui- 
dation of NALU. If it is really true 
that mass coverages, especially in 
non-employer-employe situations, are 
a better way to merchandise life in- 
(CONTINUED ON PAGE 15) 





Miss., Ariz. Lead 
Other States In 
‘59 Ordinary Gains 


Mississippi and Arizona tied for first 
place in percentage increase in ordin- 
ary life sales during 1959, according 
to LIAMA. Both states showed gains 
of 22%. Runners-up for the year were 
Georgia with an ordinary sales in- 
crease of 17% and Florida, Louisiana 
and Utah, each with gains of 13%. 

Mississippi also led in December, 
during which the state had an ordin- 
ary sales increase of 33%. Nevada was 
in second place with a 29% rise and 
Maine in third with a gain of 27%. 

Nationally, the ordinary life sales 
percentage increase was 5% for the 
year and 7% in December. 


Central Standard Life 
Plans Stock Split 


Directors of Central Standard Life 
of Chicago are recommending a 20 for 
1 stock split. Stockholders will vote on 
the proposal in March. 

Capital of Central Standard is pres- 
ently $1 million, made up of 50,000 
shares of $20 par. After the split capi- 
tal will remain at $1 million, consisting 
of 1 million shares of $1 par. In addi- 
tion, 250,000 shares would be author- 
ized, but not immediately issued. 

Stock of Central Standard has been 
inactively traded in the range of $400. 


Cal. Agents Query 
Companies On State 
Vet Insurance Plan 


California Assn. of Life Underwrit- 
ers on Feb. 10 sent a letter to the pres- 
idents of Occidental Life and Cali- 
fornia-Western States Life requesting 
information about the new Cal Vet 
insurance program these companies 
are underwriting. The letter asks: 

On Monday, Feb. 1, 1960, Occidental 
Life, along with California-Western 
States Life, initiated a new program, 
providing individual life insurance 
term coverage, without medical exam- 
ination, to veterans under the Cal Vet 
Program, upon request, at ten cents 
per thousand of coverage per month. 
The insurance will be limited at least 
for the time being, to 20% of the mort- 
gage balance for each individual, 40% 
in case of accidental death. 


Using State As Agency 


Under this new plan, which we are 
reliably informed was solicited and of- 
fered by Occidental and California- 
Western States and accepted by the 
Department of Veterans Affairs, it 
would appear that group (or fran- 
chise) life insurance is being offered 
by these two companies using the state 
of California as an agency, directly to 
veterans. The board of directors 
of the California Assn. of Life Un- 
derwriters is studying this mat- 

(CONTINUED ON PAGE 6) 





SHOW 1959 INSURANCE RESULTS 










1959 1958 1959 19! Insurance 

New New Increase in Increase in In Force 

Business Business Insurance Insurance Dec. 31, 1959 

In Force In Force 
$ $ $ $ $ 

Columbus Mutual ................ 57,575,687 59,678,908 21,159,788 20,175,616 521,254,542 
Bankers Life, Neb. ............ 125,285,034 114,151,112 68,214,472 68,466,626 673,840,980 
Equitable of Ta. oe 189,448,158 171,982,423 81,810,861 66,990,867 1,719,199,405 
Great-West Life* ................ 532,641,846 448,642,189 370,857,802 270,373,840 3,774,942,986 
Home Life, N. Y. ........ 246,913,526 251,854,265 117,646,195 148,865,494 2,113,580,691 
Monumental Life ...... - 154,068,894 149,281,422 45,406,867 41,561,673 1,090,846,518 
New England Life ..... 914,536,402 873,719,144 514,697,737 520,606,835 6,582,896,682 
North American Assu 268,904,920 226,295,655 198,175,840 162,636,528 1,537,745,123 
Ohio National ............... 165,742,3281 151,425,155! 68,365,141 58,580,814 1,028,936, 148 
Provident L. & A. .............. 333,730,048 364,384,421 199,449,992 201,931,160 2,626,877,755 
Provident Mutual Life ...... 295,696,013 256,130,607 163,652,255 198,581,002 2,465,035, 156 
Southwestern Life, Tex. ....  296,469,6042 336,622,650 165,475,706 192,721,582 1,973,684,210 
West Coast Life ........... 68,505,850 90,125,977 32,679,847 40,179,007 654,903,068 


* Data shown include group insurance but exclude annuity business. 
New business figures include the following amounts of revivals and increases for 1959 and 
1958, respectively: 1 $11,671,796 and $11,911,509; 2 $78,176,646 and $84,708,015. 


NALU Trustee Urges All-Out Drive — IBS Drops Fight On 


Against Association Group Plans 


Oates Ruling, Eases 
Deferred Pay Stand 


New Statement Seen Having 
Important Consequences In 
Planning Of Agent, Buyer 


NEW YORK —tThe Internal Revenue 
Service has issued a ruling that with- 
draws its non-ac- 
quiescence in the 
circuit court de- 
cision in the fa- 
mous Oates case 
and liberalizes the 
official IRS posi- 
tion on_ several 
types of deferred 
compensation set- 
ups. 

The important 
effects of this rul- 
ing, in assuring 
agents and general Solomon Huber 
agents of their rights to have renewals 
leveled out after retirement or death 
instead of being paid as earned and in 
permitting greater latitude in setting 
up deferred compensation plans, are 
explained by Solomon Huber, general 
agent here for Mutual Benefit Life, 
in a bulletin distributed to his agents 
this week. 


Details Of Oates Case 


In the Oates case, James F. Oates, 
a general agent of Northwestern Mu- 
tual Life at Chicago, arranged to have 
his commissions that would be payable 
after his retirement paid in level sums 
over a specified period, with any re- 
mainder being paid in a lump sum at 
the end of the period. The purpose 

(CONTINUED ON PAGE 12) 











Fordyce B. St. John, left, a director 
of Equitable Society, accepts award 
from the Thomas Alva Edison Founda- 
tion for Equitable’s television series, 
“Our American Heritage.” Hobart C. 
Ramsey, foundation treasurer, presents 
award which cited the series as “the 
television program best portraying 
America.” The series also has been 
honored as the documentary of the 
year in the annual All-American 
Awards poll conducted by Radio-Tele- 
vision Daily. 








SRO For HIA's 
Major Medical 
Workshop Sessions 


Group Forum At Chicago 

Draws 500; Skutt Notes 

Some Promising Indications 
By R. R. CUSCADEN 


Despite various proposals for a com- 
pulsory government health program, 
there are promising indications that 
government executives and Congress 
recognize the efficacy of the present 





Photos of personalities attending the 
HIA annual will be invcluded in next 
week’s issue. 





voluntary system, V. J. Skutt, presi- 
dent Mutual Benefit H.&A. and presi- 
dent Health Insurance Assn., told the 
association’s annual group insurance 
forum meeting in Chicago early this 
week. Attendance was a_ thoroughly 
healthy 500. 


Pace Slows Wednesday 


Scheduled to adjourn at Wednesday 
noon, those in attendance learned that 
morning that Chicago’s sudden winter 
“wonderland” had caused cancellation 
of all flights until evening. According- 
ly, the pace slowed during that final 
session, for, as the presiding officer 
remarked, “What else do we have to 
do all afternoon?” 

Although workshop discussions were 
held in everything from sales manage- 
ment to servicing techniques, experi- 
ence rating to operating expense con- 
trol, the over-riding concern of the 
jam-packed, three-day meeting was 
the subject of major medical. The dis- 
cussions of this important (and con- 
troversial) coverage were’ broken 
down into three main segments—un- 
derwriting, benefit provisions and cost 
control—and interest was such that 
countless applicants had to be turned 
away from these workshops, which, 
it was brought out, were already burst- 
ing at the seams. 

Major medical workshop directors 
were A. S. Beebe, Paul Revere Life; 
R. R. Shinn, Metropolitan Life, and 
Irving S. Wolfson, Massachusetts Mu- 
tual Life. 

Discussion leaders for these work- 
shops were as follows: 

Underwriting. J. E. Bruton, Ameri- 

(CONTINUED ON PAGE 26) 


NALU Offering PR Aid 
To Local, State Units 


NALU has prepared a special public 
relations kit for use by its local and 
state associations. The kit is divided 
into separate units dealing with such 
topics as newspaper publicity, radio- 
television, printed material, life insur- 
ance weeks, audio-visual aids, educa- 





tion and training and community 
service projects. 
Each unit contains how-to-do-it 


public relations materials and detailed 
blueprints for their employment at 
state and local levels. Kits, or separate 

may be obtained from NALU 

juerters in Washington. Orders 
for kits should come from local or 
ion public relations chair- 
en. For i: beii distribution 
ki r associa- 
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Life Company Annual Statements Given 


Clyde Gay Elected 
To Executive V-P 
Post By Hancock 


Clyde F. Gay, John Hancock vice- 
president in charge of administration 
since 1950 and a 
director since 1957, 
has been elected 
executive vice- 
president. He fills 
the post left va- 
cant in 1957 by 
Byron K. Elliott, 
when he was elect- 
ed president. 

In other 
tions, J. Edwin 
Matz, 2nd_ vice- 
president and con- 
troller, becomes 
vice-president and controller; Robert 
C. Jordan, associate director of the 
city mortgage department, is advanced 
to 2nd vice-president, city mortgages, 
and James W. Moriarty, director of 
group sales and service, is named 2nd 
vice-president, group sales and service. 

Mr. Gay began his insurance career 
in 1925 as a group agent with Aetna 
Life at Little Rock, later becoming as- 
sociate general agent at Shreveport, 
superintendent of the southern divi- 
sion, agency secretary at the home of- 
fice and general agent at Boston. He 
joined John Hancock as 2nd vice-presi- 
dent in charge of group sales in 1942. 

He is a director of Boston Safe De- 
posit & Trust Co., past president of 
Boston General Agents & Managers 
Assn. and of Boston Life Insurance & 
Trust Council, a former director of 
Boston Life Underwriters Assn. and a 
former chairman of LIAMA’s compen- 
sation committee. 

Mr. Matz, before joining Hancock in 
1949, was in the actuarial department 
of Metropolitan Life. Mr. Moriarty has 
also been group manager at New York 
and Washington, D. C. 


elec- 


Clyde F. Gay 


American Life Insurance Assn. has 
increased the interest rate on dividend 
accumulations and settlement options 
to 4%. 








Dr. Charles H. Webster, agent of 
New York Life at Ithaca, N.Y., shown 
here with Dudley Dowell, executive 
vice-president, left, and Clarence J. 
Myers, chairman and president, right, 
during a visit to the home office, this 
month celebrates his 60th anniversary 
with the company. Dr. Webster, who 
signed a part time agent’s contract 
with New York Life in 1900 as a 
means of working his way through 
school, holds a degree in medicine but 
has never practiced. During his career 
he has paid for nearly $40 million of 
insurance on more than 6,000 lives, 
90% of whom are college students, 
young interns and doctors. At 81, Dr. 
Webster is still a leading producer, 
having paid for $1,350,000 in 1959 and 
$250,000 in January. 





AID ASSN. FOR LUTHERANS 

Insurance in force of Aid Associa- 
tion for Lutherans rose 13% to $1,- 
616,771,826 in 1959. New business was 
$228,437,218, a gain of 8%. 

Assets increased $28.5 million to 
$300 million and premium income 
amounted to $33,018,692, up $3 million. 
Policyholders payments totaled $12 
million. Net rate of interest was 4.34%. 


BUSINESS MEN’S ASSURANCE 

Insurance in force of Business Men’s 
Assurance rose $207.5 m¥iion in 1959 
to $1,734,989,149. This was due to new 
business of $428,325,370, an increase 
of 13% over the previous year. 

Total income was $63,559,529, a 
gain of 5.3%. Capital and surplus was 
16.1% of total assets, which amounted 
to $195,834,453, an 8% increase over 
1958. Policyholder payments totaled 
$29,746,963, an increase of $986,103. 


CONTINENTAL ASSURANCE 

Insurance in force of Continental 
Assurance Dec. 31 was $6,190,194,657, 
a gain of $768,473,950, the largest 
increase the company has recorded. 
Net gain from insurance operations 
was $7,336,980, which compares with 
$7,001,581 the year before. 

Continental Assurance paid stock- 
holders total cash dividends of $2,303,- 
097 last year plus a stock dividend of 
25% in May. At the end of the year 
surplus to policyholders amounted to 
$67,023,232, an increase of $5,737,683. 

Income in 1959 was $195,060,004, 
compared with $179.4 million in 1958. 
Last year the company paid $94.4 mil- 
lion in benefits to policyholders and 
beneficiaries. 

The investment gain was $1,840,475. 
Surplus stood at $52,102,287 at the end 
of the year, compared with $48,755,549 
the year before. Assets at $659,240,064 
compare with $587,926,193 in 1958. 

Continental Assurance has 2,062,500 
authorized shares of $5 par stock of 
which 2,004,189 are outstanding. 


CROWN LIFE 

New business in 1959 of Crown Life 
amounted to $418,656,441, an increase 
of 8% over the previous year. Insur- 
ance in force rose 11% to $2,471,374,- 
115. 

Assets increased from $276,997,970 
to $303,053,644. Income was $71,927,- 
337 against $64,678,745. Policyholder 
payments totaled $51,684,402. Interest 
rate realized after taxes was 5.02%. 


GENERAL AMERICAN 

General American Life ended 1959 
with $3,153,329,623, an increase of 
6.9% over the previous year. New 
business amounted to $275,694,129, up 
10.7%, and individual A&S premium 
income totaled $1,148,029, and group 
A&S was $29,639,088. 

Assets rose from $13,505,904 to $271,- 
533,629. Total income was $88.5 mil- 
lion, an increase of 7%. Investment 
yield after taxes was 3.44% against 
3.60% in 1958. The decline was largely 
due to a change in accounting methods 
for discounts on mortgage loans. 

The company added $1,078,623 to 
unassigned surplus, bringing total 
surplus to $13,183,035. Policyholder 
benefits amounted to $61 million, up 
7.9%. 


JEFFERSON STANDARD LIFE 

Assets of Jefferson Standard Life 
increased more than $44.5 million dur- 
ing 1959 to more than $585.5 million 
at year-end. Net gain from operations 
after dividend payments but before 
federal income taxes was $15 million, 
a record. Sales for the year totaled 
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some 235 million, a gain of 8% ay 
also a record. Insurance in force g 
Dec. 31 exceeded $1,918,000,000. 


KANSAS CITY LIFE 

Kansas City Life reports th: 
1959’s investment income of $15,889, 
364 was up $991,257. Total assets as 
Dec. 31 were $390,291,445, a gain , 
$15,833,864. Unassigned surplus 
$30,488,036 rose $2,039,864, after pay 
ment of $400,000 in dividends. Divi 
dends of $320,000 were paid in 1958, 

Investments last year provided th; 
company with a net return of 3.944% 
compared with 3.78% the year befor 
The company increased its holdings ¢; 
bonds and real estate loans, whik 
stock holdings were reduced. 

Directors voted a quarterly dividen; 
of $2.50 a share, payable Jan. 26 t 
stockholders of record Jan. 25. 

W. E. Bixby, president, reported tha 
the total of capital, special contingency 
fund and unassigned surplus amounte 
to nearly $39.5 million, or more tha 
10% of assets. 

The year-end balance sheet liste 
U. S. bonds of $57,238,900 as against 
1958’s $54,669,545; municipal bonds 
$53,478,474 compared with $47,030,416 
corporate bonds, $34,592,041 against 
$30,756,703. First mortgage real estate 
loans increased from $182,510,542 to 
$183,978,700. 


MANUFACTURERS LIFE 

Manufacturers Life’s assets at yea 
end totaled $887 million, and the net 
rate of interest earnings rose from 
5.11% to 5.25%. Dividends set aside for 
1960 amounted to $8.9 million. New 
business in the United States reached 
$145 million and insurance in force in 
the U.S. was $942 million at year end 


MASSACHUSETTS MUTUAL 

Assets of Massachusetts Mutual at 
the close of 1959 were $2,327,387,640, 2 
gain of $112,321,766. Of total assets, 
$1,367,840,000 was in stock and bonds, 
$729,634,000 in mortgage loans and 
$62,732,000 in real estate. The net rate 
of return on invested assets before 
federal income taxes exceeded 4% for 
the first time since 1936. New invest- 
ments of $200,636,500 with a gross 
yield of 5.54% were made during the 
year. 

The company paid more than $39 
million in dividends in 1959 and has 
set aside almost $190 million as re 
serves and unassigned surplus. Pre- 
mium income during the year was 
$235 million and total revenue, $363 
million. Payments to policyholders and 

(CONTINUED ON PAGE 23) 


Lutheran Brotherhood 
Names ‘Agency Of Year’ 


Connecticut-Rhode Island general 
agency of Lutheran Brotherhood a 
Manchester, Conn., has been selected 
as the fraternal’s “general agency of 
the year” for 1959. Gilman W. Hardon 
is the general agent in charge. 

District representatives of the agen- 
cy are Wayne G. Mantz, Manchester; 
William F. Konney, Windsor; Elwood 
L. Krout, Hamden, and Andrew K. 
Spencer, East Greenwich, R. I. Mr. 
Spencer produced more than $1 million 
in new business in 1959, his first full 
year with Lutheran Brotherhood. The 
other three exceeded the half-million- 
dollar mark. 

The Hardon agency was selected 0D 
the basis of such factors as total pro- 
duction, extent of the gain over the 
previous year, amount of permanent 
insurance sold, persistency of the busi- 
ness, average earnings of members of 
the agency, and volume produced it 
relation to the potential. 
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“Oh, I don’t know anything about the work, Mr. Simms. But as your tenth 


employee, I’d qualify you for Provident Mutual’s small group coverage.” 


As fringe benefits loom larger in the com- 
petition for employees, the flexibility of Provi- 
dent Mutual group insurance helps smaller 
employers attract and hold better workers. 
And bigger employers need group plans more 
than ever. 


Provident Mutual offers every major cov- 


erage for groups from 10 to thousands. Regard- 
less of group size, most benefits are custom- 
made to precisely fit the employer’s needs. 


The whole group market is growing lus- 
tily. Provident Mutual has everything an agent 
or broker needs to sell Group Insurance. You’ll 
do well to get full details. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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FOR YOU—A 


BUILT-IN CLIENT-BUILDER 


The first, basic Occidental Change-Easy policy you deliver 


FieNATIONAL UNDERWRITER 


to your policyholder is usually only the beginning. 


To that same chassis policy your client can later add 


(if he wants it and when he wants it): 


DISABILITY INCOME 
INCOME PROTECTION 
FAMILY INCOME 


MORTGAGE PROTECTION 


FAMILY PLAN 
ADDITIONAL TERM 


All of this coverage is provided your policyholder in a 
single policy. And this one policy costs less than a series of 


separate policies covering the same needs. 


He has one policy, one premium and (most important to 


you) ome insurance man. 


The Change-Easy concept makes sense to clients. And they 


come back for more. 


While they're building protection, you're building clients. 


OCCIDENTAL LIFE 


Insurance Company of California 


Home Office: 


We pay Lifetime Renewals... 



























information 


inspiration 
motivation i” 





If so. write 


HILBERT RUST, 





INDIANAPOLIS, 


3 MEN 


. in the same agency 

. enrolled in the R & R Tax 
and Business Insurance Course 
in the spring of 1959 

. graduated on December 18, 1959 


Look at the sales they reported as a 
direct result of the Course, during the 
few months they were taking the Course! 


ee Mivticicn, Inc. 


Cc... 


TO Agent A $1,478,500 
Agent B 859,000 
Agent C 723,000 


Now the question for agency heads and 
home office agency executives . 


Should you know more about how 
the R & R Tax and Business Insurance 
Course can help your agents? 


President | 


INDIANA 


is 


they last as long as you do! 


+p 


Los Angeles/W. B. Stannard, Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


ror 


“ Jla five-year high. 


Suggests Way Of 
Providing Group 
‘Supplement Plan 


Richard Grosten, general agent of 
Manhattan Life at Los Angeles, writes 
as follows about the recent editorial 
in The National Underwriter on the 
possibility of writing a group supple- 
ment policy that would take over 
when and if the group certificate 
holder lost his coverage: 


You have hit at a problem which I 
have been thinking about for a long 
time and I thought you might find 
interesting two suggestions which 
might be solutions to the problem. 

First, an annual premium retirement 
annuity contract, such as is written by 
most companies, which has some of the 
characteristics of the supplement I 
think you are talking about. Most of 
these contracts include a conversion 
privilege, under which the insured can 
change the annuity contract for per- 
manent plans of life insurance with 
rates as of the original date of the 
annual premium retirement annuity 
and of course with the cash values 
already created. The rub is that evi- 
dence of insurability is required. 


Would Waive Insurability 


Now, if the insurance company 
| writing the group insurance plan 
| would also write the annual premium 
retirement annuity, it could very well 
| agree that the requirement for evi- 
| dence of insurability is satisfied by a 
| group life insurance certificate which 
is eligible for conversion. Certainly 
| the insurance company’s risk is not 
increased if an insured elects to con- 
vert to an old policy with reserves 
already created rather than to a 
brand-new policy. So I see no reason 
why a combination of the annual 
premium retirement annuity, with a 
broadening of existing conversion 
privileges, could not result in some- 
thing close to what you are recom- 
mending. 


Would Like To Go Further 


Personally, I would like to go one 
step further—I would like to see the 
conversion privilege under group in- 
surance not require that insured wait 
to convert until he retires, but be 
available in whole or part at younger 
ages and while he is still employed. 
Again, I don’t see how this would 
increase the insurance company’s risk, 
since the total amount of insurance 
payable at death or available under 
the conversion privilege would remain 
the same. 

In fact, the insurance company would 
be offering the coverage on a plan 
with cash reserves, which reduces the 
risk, and the entire group insurance 
plan might have better persistency 
because, with the older executives 
who are insured for large amounts, 
starting to convert portions of their 
insurance, the group rate would act- 





ually decrease. The employer could 
pay directly to the employes as an 


| offset against the permanent insurance 


cost the premiums saved on group 


| insurance. 


Also, some of the current antagon- 
ism to grouv insurance among agents 
might be eliminated if insurance com- 


| panies agreed to pay commissions on 
| conversions (as does Manhattan Life) 


| 
| 


|and agents could convert any time 
| along the line without waiting for 
| termination. 

January life sales of Occidental Life 
of California amounted to $207,349,561, 





HOW MUCH 


IS A LOT? 


That depends on you! It de- 
pends on how much money 
you want to make — and 
whether you can instill in 
others your spirit of accom- 
plishment and “know how”. 
So, ask yourself: 


Can I show others how to 
prospect —to get leads 
= from their own efforts, 
: ability and imagina- 
tion and not depend on 
the home office or their 
supervisor? 








Can | inspire others to 
tell a convincing story 
—and do better with a 
proven competitive 
merchandising plan, 
featuring dismember- 
ment—lifetime income 
—top value income 
settlement option— 
and the premium pay- 
ment plans of the 
future, Check-O-Matic 
and Aut-O-Check? 





Can | inspire others to 
enjoy competition— 
and more important, to 
compete with them- 
selves? 


Can | instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 


If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: 


Highest lifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top lst year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 
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Barron's Article On 
Crecit Life Rehashes 
Charges Of Abuses 


Tne Feb. 1 issue of Barron’s, the 
purines: and financial paper, carries 
a peculiar article on credit life insur- 


cae by Earl J. Weinreb The author 
reaches some valid, although obvious, 
conclusions after hacking his way 
through a preliminary analysis and 
description that tends by implication 
or generality to be critical of certain 
segments of the business. 

The move by state regulatory au- 
thorities to impose closer supervision 
on practices in the credit insurance 
field, one consequence of which has 
been to tighten up the rate structure, 
is noted by Mr. Weinreb, who observes 
also that the new life insurance in- 
come tax law hits hardest at credit 
companies, so that some of the profit 
will be squeezed out. This makes 
owning credit life subsidiaries less at- 
tractive to finance companies. 

“The whole field of credit life in- 
surance, then, today is beset with un- 
certainties,” Mr. Weinreb concludes. 
He says it appears certain the over-all 
volume will continue to grow along 
with consumer credit, but the coming 
months will be a period of “crucial 
decision” for many insurers. 


Pertain Only To Minority 


These conclusions, however, seem 
to be only the base on which the author 
has rested his strange introduction 
which contains a rehash of bad prac- 
tices he admits pertain only to a small 
minority of companies and which, as 
a matter of fact, were not even the 
principal cause of the drafting of 
model legislation by National Assn. of 
Insurance Commissioners, an achieve- 
ment that is not mentioned. 

Mr. Weinreb says at one point: “In 
certain cases the ratio of benefits paid 
by a company was as low as 2% of its 
premium income... .” 

Information seems to have been 
checked with sources favoring a speci- 
fic approach to credit insurance reg- 
ulation, and the differences in phil- 
osophy within the business are vastly 
over-simplified. A good deal of the 
material in the first part of the article 
overlooks the fact that NAIC has al- 
teady devised a pattern of credit bus- 
iness regulation. Neither the credit in- 
surers nor the states are confronted 
with anything resembling a crisis. 

The article gives the reader a poor 
impression of the development of 
credit insurance and appears in a ma- 
jor business publication after answers 
to most of the problems have been 
found, without so indicating. 


. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


eerie, Valleau & Co. 
Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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Consulting Actuaries 
Firm Formed By David 
Marks Jr., A. Jacob 


David Marks Jr., who is general 
agent of New England Life at New 





David Marks 


Albert Jacob 


York, and Albert Jacob, former assist- 
ant actuary of Guardian Life, have 
formed a consulting actuarial firm 
with offices in New York, London and 
Toronto. The firm, Consulting Actua- 
ries International, Inc., will offer its 
services to insurance companies and 
employe benefit plans. 

Mr. Jacob, a fellow of Institute of 
Actuaries, began his career in the 
life business with London & Scottish 
Assurance of London and later be- 
came actuary of Great East Life of 
Singapore and actuarial consultant to 
the government of Singapore. Since 
coming to the United States, he has 
been a consultant to several actuarial 
firms. 





Conventions 


Feb. 15, Insurance Economics Society, execu- 
tive commitee, Drake Hotel, Chicago. 

Feb. 19-20, New York Life Underwriters, gen- 
eral agents & managers conference, Queens- 
bury Hotel, Glens Falls. 

Texas Tri-City Sales Congress, Feb. 25, Dallas; 
Feb. 26, San Antonio, Feb. 27, Houston. 

Feb. 26-27, Institute of Home Office Under- 
writers, midyear executive committee meet- 
ing, Hollywood, Fla. 

March 10, Boston Life Underwriters, New 
England sales conference, John Hancock 
Hall, Boston. 

March 14-16, Life Insurance Agency Manage- 
ment Assn., agency management conference, 
Royal York Hotel, Toronto, Canada. 

March 20-24, National Assn. of Life Under- 
writers, midyear, Louisville. 


March 24-25, Society of Actuaries, castern 
ae meeting, Mayflower Hotel, Washington 
D. C. 


-March 28-30, Life Office Management Assn., 
debit insurance forum, Sheraton-St. Charles 
Hotel, New Orleans. 

April 11-13, Life Insurance Agency Manage- 
ment Assn., accident & sickness meeting, 
Edgewater Beach Hotel, Chicago. 

April 12, Health Insurance Council, 
meeting, Drake Hotel, Chicago. 

April 27-29, Life Insurance Agency Manage- 
ment Assn., combination companies confer- 
ence, Hollywood Beach Hotel, Hollywood 
Beach, Fla. 


May 5-6, Society of Actuaries, western spring 
meeting, Roosevelt Hotel, New Orleans. 


May 9-10, Assn. of Life Insurance Counsel, 
midyear, The Greenbrier, White Sulphur 
Springs, W. Va. 

May 9-11, Home Office Life Underwriters 
Assn., annual, Sheraton-Plaza Hotel, Boston. 

May 10-12, National Assn. of Insurance Com- 
missioners, Zone V_ spring meeting, Bilt- 
more Hotel, Oklahoma City. 

May 13-14, New England General Agents & 
Managers Assn., management conference, 
New Ocean House, Swampscott, Mass. 

May 16-18, Insurance Accounting & Statistical 
Assn., annual, Hotel Sherman, Chicago. 

May 16-18, Health Insurance Assn., annual, 
Statler Hilton Hotel, Dallas. 

May 19-23, MDRT annual, Hawaiian Village 
Hotel, Waikiki Beach, Hawaii. 

May 25-27, Life Insurers Conference, annual, 
Roosevelt Hotel, New Orleans. 

May 30-June 1, American Life Convention, 
medical section, The Greenbrier, White Sul- 
phur Springs, W. Va. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 


June 22-35, Texas Life Underwriters, Browns- 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 


(except single premium). 


The quantity discount idea, first 


introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Conta Life 


DES MOINES 6, 
. but not 


ASSURANCE COMPANY, 
Progressive and competitive, yes 
at the expense of financial security 


SURPLUS 


INSURANCE | $575 
IN FORCE 


IOWA 


ASSETS | $168 Million 
$14 Million 


Million 
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For complete, RENE EWAL GUARANTY 


* Denver 


g capital 





2323 First aerate Bank Bldg. 


RENEWAL GUARANTY CORPORATION N 
2323 First National Bank Bidg., Denver 2, Colo. 


Gentlemen: Please send me plete, fidential 
details on your exclusive service. | understand | am NOT 
obligated in any way. 
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Name. 

Company. 
Addr 
City. 
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Cal. Agents Query Companies On Vet Plan 


(CONTINUED FROM PAGE 1) 


ter and would like to ask the following 
questions, relating to this insurance: 

1. To what extent will the Depart- 
ment of Veterans Affairs be involved 
in effecting of this coverage? To what 
extent will the department advertise 
the plan? Will the department collect 
premiums? How much “paper work” 
will the department do? 

2. Exactly what role will the compa- 
ny play in advertising or promoting 
this program? 


3. Is this business to be written di- 
rectly by the companies? 

4. Are commissions to be paid? To 
whom? 

5. If commissions are to be paid to 
the general fund of the company, or 
any other internal company fund, as 
opposed to an agent or broker, exactly 
what is the commission percentage of 
premiums? 

6. If Occidental is not to pay com- 
missions, how do you reconcile this 


FieNATIONAL UNDERWRITER 





Take FULL Measure 
of the Company 
YOU Seek 





EARNING POTENTIAL 


Protective Life's General Agents Agreement 
provides top commissions, overriding com- 
missions, vested renewals, service fees and a 
liberal expense arrangement. 


COMPETITIVE POSITION 


Protective Life meets competition on all forms 
of Ordinary Life policies, both Par and Non- 
Par, and on all types of Group Insurance. 


STABILITY 
The last regular examination of the affairs of 
Protective Life shows that the Company has 
$113.99 of resources for each $100.00 of 
liabilities. 

PROGRESSIVENESS 


Protective Life has an Audio-Visual Selling 
Program, Quantity Discount premium system, 
and writes such "special" coverages as Dis- 
ability Income and Guaranteed Insurability. 


REPUTATION 


Protective Life is now in its 52nd year of 
successful operation, has more than a billion 
dollars of life insurance in force and carries 
an “Excellent A Plus" rating by independent 
authorities for the ranking of insurance com- 
panies. 


OPPORTUNITY 





General Agency opportunities unlimited 
throughout the Southeast for experienced | 
Agents doing well in life insurance business, | 
e somewhat impatient with prospects for | 
uture advancement. | 


Please address your inquiry, giving age and ex- 


perience record, to C. B. Barksdale, Agency Vice-President 


PROTECTIVE LIFE 
INSURANCE COMPANY 


William J. Rushton, President 
BIRMINGHAM, ALABAMA 
















plan to your statement in a letter of 
Jan. 26 to Mr. Norbert Cronin, Brok- 
ers Exchange of California, as fol- 
lows: “Occidental will not bid on or 
write new group business without com- 
missions or fee to a broker or agent... 
Cccidental will continue, as it always 
las, to pay commissions on (a) new 
business, (b) business not yet ten years 
old.” (This question not asked of Cali- 
fornia-Western States). 

7. While the percentage of mortgage 
value for term coverage is now 20%, 
what assurance is there that, with fa- 
vorable experience, this percentage 
will not be increased to 50%, 100% or 
1,000% at a future date? 

8. Do you contemplate any extension 
of the “semi socialization” of life in- 
surance marketing you have now es- 
tablished? Would you also favor mak- 
ing available accident and sickness in- 
surance or direct governmental hospi- 
tal care to persons under the Cal Vet 
Program? 


State Government Functions 


9. Do you believe that it is a proper 
function of state government to make 
its services available, at taxpayers’ ex- 
pense, to act as an agency for a private 
insurance company or any other pri- 
vate business, for the sole profit of the 
private company or business when no 
need exists which cannot be met by 
private enterprise competing in a free 
market? Do you disbelieve that the 
role of government is to do for its 
citizens only those things which they 
cannot do for themselves? 

10. If you agree that it is a proper 
function of government for the De- 
partment of Veterans Affairs to make 
available life insurance to veterans, 
do you likewise believe that it would 
be a proper function for the Depart- 
ment of Education to make available 
individual (franchise) term policies to 
all persons employed in education, of 
the Department of Motor Vehicles to 
offer such insurance to all persons 
holding valid drivers licenses, or the 
Department of Agriculture to make 
available such insurance to persons 
engaged in farming, of the Department 
of Employment to all persons paying 
California unemployment taxes, of the 
Department of Real Estate to all per- 
sons holding licenses under that de- 
partment, etc? 


Stockholders Of Piedmont, 
Southern Of Georgia Vote 


Merger Of Two Companies 


The stockholders of Piedmont Life 
and Southern Life of Georgia have 
voted to merge the two companies on 
March 1. The new company will be 
Piedmont Southern Life, and will have 
as its president S. Russell Bridges Jr., 
Piedmont Life president. 

Combined year-figures of the two 
companies indicate that Piedmont 
Southern will go into business with 
some $340.6 million of life in force and 
more than $40 million in total assets. 

The home office of the new company 
will be in the former Southern Life 
Building. The Piedmont Life Building 
will be retained to house agencies of 
both companies and special personnel. 


N. A. Life Of Canada Offers Option 

North American Life of Canada is is- 
suing a guaranteed purchase option 
which may be added at ages 0 to 37 to 
any ordinary life or higher premium 
plan of $5,000 or more with premiums 
payable to at least age 25. The option 
guarantees the right to purchase an 
additional policy on one of the an- 
niversaries of the policy at ages 25, 
28, 31, 34, 37 or 40 without evidence 
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of insurability. The additional poli 
may also contain a guaranteed pug 
chase option rider which provices 
privilege similar to the option in 
original policy. 






Federal Life Offers Guaranteed © 
Renewable Hospital Policy 

Federal Life of Chicago has addedy 
guaranteed renewable amendment 
its preferred hospital policy. Th 
amendment is being offered to a 
existing as well as prospective policy 
holders. 
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YOU may be the man qual. 
ified in Life and Accident 
and Sickness Insurance who 
is ready to step up to the 
General Agent level. 
Old Line Life offers such a 

man Agency Building op- 
portunities... You'll receive 

the sales material, plans, 

commissions, assistance and 

know-how you need to do 

the job successfully. 

Act now — write for full 

details. Learn what we can 

do to make your step a 

rewarding one — 


For full details write The 

Old Line Life Insurance 

Company of America. 
Dept. N-2 


.” IN CALIFORNIA, FLORIDA, ILLINOIS, 
INDIANA, IOWA, MICHIGAN, MINNE- 
*. SOTA, OHIO, SOUTH DAKOTA, 

*., WISCONSIN 


oxi Efgre 


INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 
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@ For millions of Americans éverywhere, life insurance 
through John Hancock helps lighten the concern we all 
have for tomorrow. 


The promptness and accuracy of John Hancock service, 
dramatized in the simple illustration above, help assure 
this peace of mind. For through these giant computers — 
symbols of a viewpoint as modern as the Space Age— we 
maintain millions of policy records, create and print 


How we paid benefits 


In 1959, John Hancock paid total benefits of $424,000,000, an 
average of $1,698,000 every working day. 


Payments flowed into every state and territory of the United 
States and into various Canadian provinces. 


$716, 993,000 paid to or set aside for policy owners or bene- 
ficiaries in 1959— an increase of 6.5%. 






















The “‘brain’’ that helps deliver brighter futures, coast to coast 


premium notices, and perform an ever-continuing flow 
of actuarial, dividend and other calculations. 


Sound life insurance is the combination of skilled people 
and modern-minded management working hard to serve 
those whose futures we help safeguard. Keeping this ever- 
lastingly in mind has, we believe, been a vital part of our 
progress for the year 1959. This progress points eloquently 
toward sound family security in the promising Sixties. 


How we safeguard the future 


Assets: $5, 841,896,000. (Obligations, $5,323, 407,000; general con- 
tingency reserve and special contingency reserves, $518,489,000. } 


American industry and communities strengthened by John 
Hancock investments — an average of $2,363,000 invested every 
working day. 


Over $24 billion of John Hancock insurance in force at the 
end of 1959— an increase of 8.7%. 
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MUTUALY LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 





2 


FeNATICNAL UNDERWRITEI ‘February Ic, Tg Febru 


8 
i i 2.39 ier—this year’: high. 
4 f the d tment and is promoted to 22.3% a year earlier—t : 
Loweree New Chairman cccuuabat  weeaenanet and John N. Y. C. Blue Cross To er rates would be accompaniec. by; 
Of M onumen tal; Wehr Levering of the investment department Ask Ra te Rise; Third broadening of coverage. — 
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: . i = : epende oT ease 
S ecte es Mr. Loweree has been with Monu Ae a eerie ee, toe Se ee ee ae 


F. Harold Loweree, president of mental for 33 years and has served as : : : 
Monumental Life since 1953, has been gecretary and as executive vice-presi- sociated ico en oe anne the so-called 21-day or basic contrae 
elected chairman and is succeeded by dent. Mr. Wehr, with Monumental (Blue Cross) wi eee aa oost. now held by 98% of the plan’s 7,229. 
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president. In other top management and vice-president. Mr. Baker joined ae ’ vv p er =a ig hot tr rangement, subscribers would be eli. 
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is advanced to vice-president and sec- becoming assistant secretary and seC- Jnerease Differs mental or nervous disorders and in, 
retary; John J. Morgan Jr., assistant retary. Mr. Morgan joined Monumen- ony fants would be covered from birth in. 
secretary and manager of the mortgage tal in 1933 and was originally in the Unlike two prior increases—one for stead of having to wait the presen; 
loan department, continues in charge auditing department. 26.5% in September and the other for 90, days before eligibility. Maternip} 

benefits would also be raised. 





= —_ Plan Benefits Listed 


Under an improved 120-day cop) 


WHAT | is es mp tract, which would be made availab 
j at a premium about 25% higher tha 


IS pia fe that of the improved basic contra¢ 
infants would be covered from birth 
THE ae tonsillectomy and communicable djs. 


a eases would be covered; the maternit 


- ; benefit would be raised from its pre. 
~ cas : a sent maximum of $120 to $200; treat. 

ne . eee ie ae ment for mental and nervous disordey 

ee would be provided on the same basj 

woman, gare as in the improved 21-day contrac} 


LIFE INSURANCE COMPANY e PhS : : oi and the allowance of $16 a day fo 


patients in private rooms would } 
increased to an amount equal the dol. 


OF IOWA? = anlage 3 an . Se lar value of the semi-private benefit 


Smith Succeeds Dimon 


A company in one respect, like all others, in that it ah Alla AB ag wy 
is made up of people — field associates, management, AAA sm | i _— = gages 
pase . io tee. mi, ames C. Smith, 2nd vice-presiden; 
div ision heads, clerical and so on. gf 7 Be, mo of Travelers, has been appointed Vice- 
An insurance company does not manufacture tan- LES oe president in charge of underwriting 
Ruth” : j ie in the life and A&S departments, suc! 








gible goods but rather, through its field representatives, 
functions as a personal counselor, affording a deeper 
insight into the responsibilities of life, and how to 
make that life better. = 


Its product is one of the most wanted — Security. 

Security for the family — good food and clothing, the peal 
opportunity for education of the children, a snug aia 
shelter and a place where a loving mother can lavish (or) x3 9s 
her care and attention on the entire family. Security for a) * re 
business, protecting the human life responsible for the 5 es : 
success of the business; and Security for older citizens HQ? gy “yt = 4 eer tet: iad ee apne ¢a 
in retirement. cals ‘Ay 
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Insurance Companies are as good 


as the men who represent them 


(and vice versi) 





It’s as simple as that. The policies a good insurance man sells 
must be skillfully designed—and constantly modernized—by 
the companies he represents. 


Independent insurance agents make it their 
business to know clients’ needs—and com- 
panies like The Travelers make it their 
business to provide the policies to suit those 
needs. 


This is the American Agency System— 

Senc} ) 
quality insurance sold through independent 
agents. 





es 


/ 
*SERVES/ YOU /FiRST”™ 


v4 


Te 
) bis | Inge iT AVE LE R 
Insuranie /AGENT 


HARTFORD 15. CONNECTICUT — 





And, on the other side, well-written policies must be offered 
by insurance men who know where—and how—those policies 


will do the most good. 


Every one of the more than 50,000 agents 
and brokers representing The Travelers is an 
independent businessman . . . proving 
through his daily activities the merits of 
the American Agency System . . . the method 
of selling insurance that has proven to be 
best for the public and best for The Travelers 
—now one of the top 25 corporations in 
America . . . thanks to the independent agent. 


ya 


All forms of bersonal and business insurance including Life - Accident - Groub + Fire « Marine « Automobile » Casualty - Bonds 
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NAIC Executive Unit 
To Meet Feb. 25 


The executive committee of National 
Assn. of Insurance Commissioners will 
meet Feb. 25-26 at the Statler Hilton 
Hotel, Washington. The meeting will 
be open and any interested person may 
attend. 

The agenda features the report of 
President Hammel of Nevada at the 
regular meeting in Miami Beach last 
December in which was emphasized 


HeNATIONAL UNDERWRITER 


the need for a more functional and 
streamlined look for NAIC. 

Also to be taken up is the report of 
the committee on preservation of state 
regulation, the question of examina- 
tion and approval of alien, surplus 
line and reinsurance companies, and 
other matters, including the problem of 
rents charged aviation insurers by 
airport operators. 

Woodmen of the World, Omaha, 
wrote $103,254,862 of new business in 
1959. 


Anti-Trust Hearings 
May Resume In March 


The Senate committee on rules and 
administration has reported favorably 
a resolution to authorize $425,000 for 
the Senate anti-trust and monopoly 
subcommittee in 1960. It has been in- 
timated that hearings on insurance will 
resume in March. 

In a single letter to the rules com- 
mittee, Sen. Kefauver, chairman of the 
anti-trust subcommittee, stated that 





pene 


From 


GREAT-WEST LIFE 
in 1959 


FOLLOWING ARE THE 


HIGHLIGHTS FROM GREAT-WEST LIFE’S 


SIXTY-EIGHTH ANNUAL 


1959 
Insurance and Annuities 
in Force 


New !nsurance 


and Annuities ... 589,557,000 508,649,000 
Accident and Health 

Premium Income 25,666,000 25,934,000 
Paid or Credited to 

Policyhoiders and 

Beneficiaries 127,682,000 106,895,000 
Assets . 743,498,000 683,788,000 
Liabilities 692,952,000 638,785,000 
Capital, Contingency 

Reserve, and Surplus 50,546,000 45,003,000 

YOUR FUTURE 


$4,617,682,000 





policyholders in the form of dividends, 
disability payments, cash values, en- 


COMPARATIVE 


REPORT: 


1958 


$4,172,542,000 


ficiaries. 


increased its sales of new life insur- 


illion 
in living benefits 


In 1959, 
benefits than ever before to its policy- 
holders and beneficiaries. A total of 
$77,792,000 was paid during the year 

most of this money going to 


dowments, and annuities. 


In addition, $49,890,000 was added to 
policyholder reserves, resulting in a 
record of $127,682,000 being paid or 
credited to policyholders and_ bene- 


During the year the Company also 


ance and annuities to a high of $589 
million, while total business in force 
climbed to over $4.6 billion. 


Great-West Lire 


ASSURANCE 


WEAD OFFICE - 


IS OUR BUSINESS...TODAY 





Great-West Life paid more 


COMPANY 


WINNIPEG. CANADA 
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under the direction of Sen. O’Makong 
his unit will explore regulation of fg, 
eign insurers operating under surply 
lines laws in the U. S. The inquiry wj 
seek to ascertain whether Americ; 
policyholders, ciaimants and creditoy 
of such foreign insurers are being ade 
quately protected, and will attempt t, 
determine whether licensed Americy 
insurers are at a competitive disaq. 
vantage. 

Sen. Kefauver also indicated thy 
further hearings may be held on pry. 
posals to strengthen anti-trust laws tj 
prevent financing and insuring of mo. 
tor vehicles by auto manufacturers, 


Wis. Prof. Aids Subcommittee 

MADISON—Prof. Richard M. Hein) 
of the University of Wisconsin con. 
merce school faculty is serving x 
special legal research consultant 1 
the Senate anti-trust and monopo} 
subcommittee. He is working in de 
velopment and analysis of the que. 
tionnaire answered by the commis 
sioners to determine the nature an 
quality of the state insurance regula. 
tions and their enforcement, etc. 

The program of fact-finding will k 
completed in the near future, and 2. 
ter this the subcommittee will evaluat 
the results and make necessary recon. 
mendations to the Senate judician 
committee. Prof. William Burdick, aly 
of Wisconsin’s commerce school, ha 
been working with Dr. Heins on th 
project. 


Insurance Counsel Mee| 
At Scottsdale, Ariz. 


Sixty members attended the annua 
mid-winter meeting of Federation 
of Insurance Counsel at Scottsdale 
Ariz. Chief Justice Fred C. Struck. 
meyer Jr. of the Arizona _ suprem 
court welcomed the group. 

Delegates discussed the federation’ 
proposed foundation to finance educa 
tional activities and the creation of a 
Industry Cooperative Center to pr- 
mote a high standard of efficiency ani 
competency in rendering legal servic 
to insurers. Recommendations on thes 
proposals will be presented at the an- 
nual convention at Philadelphia, Aug. 
24-27. 

Also considered was the problem oi 
delay in the courts. The group dis 
cussed steps which should be take 
by local bar associations to eliminate 
court congestion. 


Marchese Appointed 
V-P Of Northeaste 


Michael Mar- 
chese has joined 
Northeastern Life 
as vice-president 
in charge of ordi- 
nary new business 
operations. Mr. 
Marchese has been 
with Massachu- 
setts Mutual for 
46 years, most re- 
cently as vice- 
president and chief 
underwriter. 


Approve O'Mahoney Fund 


The Senate has adopted a resolt- 
tion authorizing $425,000 for the 196] 
anti-trust and monopoly subcommittee 
investigations, including the continued 
inquiry into insurance. 





a8 





Michael Marchese 


Eastern Life’s leading agency # 
paid-for production for 1959 was 4 
vine, New York City, with $15.7 milli 
in sales. The agency also led the com 
pany in 1957 and 1958. 
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commis. Always “Agency Minded,” we now go a 

— vital step further, with one of today’s most 

intensive management development programs 

a — training future General Agents for key 

evaluaté cities in. Pilot’s expansion program. 

y recom z 

judician Each management trainee—carefully se- 

om Fs: lected’as to his sales and supervisory experi- 

s on thé ence (on salary during the entire program )— 
alternates in three-week cycles between Home 

Mee! Office instruction and practical field experi- 
ence, as he takes up new phases of manage- 

ne ment activity. At three critical points, his 

>deration schedule is heightened by one-week Home 

greta Office Seminars on actual management prob- 

supreme lems. The program gives to the management 

— trainee the proper development and training 

e educs he needs, plus self-confidence, to enter the 

on agency management field. 
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Pilot's unique Management Development Program is another reason why 
career underwriters—prospective general agents, especially—in ever increas- 
ing numbers are saying: “For clear sailing in the years ahead, Sail with 
the Pilot.” 
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IRS Drops Fight On Oates Ruling, Eases Deferred Pay Stand 


was to minimize the tax impact when 
renewal commissions earned would be 
at their peak. 

Internal Revenue Service levied in- 
come tax on the commissions as 
earned, but lost in the tax court and 
the seventh circuit court of appeals. 
IRS did not go to the Supreme Court 
but until now did not acquiesce in the 
circuit court decision, leaving the way 
open for a favorable decision in anoth- 
er circuit, and the possibility of a fa- 


(CONTINUED FROM PAGE 1) 
vorable Supreme Court decision to re- 
soive the conflict. 

Companies willing and able to han- 
dle the matter administratively now 
can help agents who want a level 
pay-out of their renewals over a longer 
time so as to plan their estates better. 
While Mr. Huber did not mention this 
in his bulletin, it is known that not 
all companies are willing to make this 
arrangement for their agents because 
there are complications when the 


agent’s general agent is receiving his 
own overriding renewals as they are 
incurred. However, in spite of this, 
some companies are paying leveled- 
out renewals to agents. 

“The ruling by the IRS, cited as 
revenue ruling 60-31, IRB 1960-5, 17, 
also makes it clear that it will no 
longer be necessary to insert clauses 
in deferred compensation contracts 
calling for forfeiture or consultation 
to make certain that there is no taint 





from the 
standpoint of 


SUPPORT 


RKEMIRE LIFE INS 





inf 


FANCE COMPANY - 


PITTSFIELD, MASSACHUSETTS  e 


drive, and selling skill 
will take him a long way 


up the income ladder. 


easier, and usually 
higher, when home 
office support is 
continuous and effective. 


Ours is both. 


Life, Accident & Sickness, 


Pension Plans, Annuities 


RKSHIRE LIFE 





An agent’s or broker’s 


personal resourcefulness, 


But the climb is 
' die prior to his receipt in full of the 
| balance in the account, the remaining 





A MUTUAL COMPANY FOUNDED IN 1851 


| year 
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of present receipt of the income pa J Eack 
able at a later date,” Mr. Huber point? 7“ ~ 
out in his bulletin. with the be 

The revenue ruling outlines fiypffo™ 1’° 
types of situations showing how th > oe 
doctrine of “constructive receipt” a Distr s 
plies to some kinds of deferred comf these oa 2 
pensation arrangements but not ,,when the 
others. 60, (2) si 

In one of the situations where th company» 
revenue service held the constructiy, ots 
receipt doctrine would not apply, typ °° e 
taxpayer and corporation X executg ?— , 
on Jan. 1, 1958, an employment eo oa fe 
tract under which the taxpayer wa °d® @ th 
to be employed by the corporation 42! a thi 
an executive capacity for a period gl" “ 

ing the oS 


five years. 
Entitled To Additional Compensation 


“Under the contract, the taxpaye 
is entitled to a stated annual salany 
and to additional compensation of 1; 
dollars for each year,” the ruling cop. 
tinues. “The additional compensatig; 
will be credited to a bookkeeping re. 
serve account and will be deferra 
accumulated, and paid in annual in. 
stallments equal to one-fifth of th 
amount in the reserve as of the clog 
of the year immediately preceding th¢ 
year of first payment. 

“The payments are to begin onl 
upon (a) termination of the taxpayer; 
employment by the corporation; (b) 
the taxpayer’s becoming a part-tim 
employe of the corporation; or (c) the 
taxpayer’s becoming partially or total. 
ly incapacitated. Under the terms oj 
the agreement, corporation X is unde 
a merely contractual obligation ty 
make the payments when due, and 
the parties did not intend that the 
amounts in the reserve be held by the 
corporation in trust for the taxpayer. 


Would Have No Obligation 


“The contract further provides that 
if the taxpayer should fail or refus 
to perform his duties, the corporation 
will be relieved of any obligation t 
make further credits to the reserve 
(but not of the obligation to distribute 
amounts. previously contributed); 
but, if the taxpayer should become 
incapacitated from performing his du- 
ties, then credits to the reserve will 
continue for one year from the date 
of the incapacity, but not beyond the 
expiration of the five-year term of the 
contract. 

“There is no specific provision in 
the contract for forfeiture by the tax- 
payer of his right to distribution from 
the reserve; and in the event he should 


balance is distributable to his per- 
sonal representative at the rate of 
one-fifth per year for five years, be- 
ginning three months after his death.” 


Taxpayer Is Officer 


In the second case, the taxpayer is 
an officer and director of corporation 
A, which has a plan for making future 
payments of additional compensation 
for current services to certain officers 
and key employes designated by its 
board of directors. This plan provides 
that a percentage of the net annual 
earnings (before federal income taxes) 
in excess of 4,000x dollars is to be 
designated for division among the 
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tion has set up on its books a separate 
account for each participant and each 
it credits thereto the dollat 
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me tion. Each account is also credited 
er Doin with the net amount, if any, realized 
nes fiyp {10M investing any portion of the 
h - = amount in the account. 
— i 6pistributions are to be made from 
1p! ap these accounts annually beginning 
ed com when the employe (1) reaches age 
not 4 60, (2) is no longer employed by the 
— company’, including cessation of em- 
ere thy ployment due to death, or (3) be- 
structiy comes totally disabled so he cannot 
Ply, th perform his duties, whichever occurs 
executes «st. The annual distribution will 
antl, equal a stated percentage of the bal- 
per ance in the employe’s account at the 
vation “§ close of the year immediately preced- 
eT lod 4 ing the year of first payment, and 
distributions will continue until the 
sation | account is exhausted. 
fax payer Liability Contingencies 
1 salanf However, the corporation’s liability 
n of lh¥tg make these distributions is con- 


ing cop. tingent upon the employe’s (1) re- 
ensatin fraining from engaging in any business 
ping ref competitive to that of the corporation, 
leferre(f (2) making himself available to the 
1ual inf corporation for consultation and advice 
Of th after retirement or termination of his 
he clos services, unless disabled, and (3) re- 
ding thé taining unencumbered any interest or 
benefit under the plan. 
‘in onhf In the event of his death, either 
xpayer's before or after the beginning of pay- 
on; (bifments, amounts in an employe’s ac- 
art-timd count are distributable in installments 
(c) thef computed in the same way to his de- 
or total-f signated beneficiaries or heirs-at-law. 
erms off Under the terms of the compensation 
iS under} plan, corporation A is under a merely 
tion tf contractual obligation to make the 
ue, andj payments when due, and the parties 
hat the} did not intend that the amounts in 
| by thef each account be held by the corpora- 
xpayer} tion in trust for the participants ac- 
cording to the Internal: Revenue Serv- 
Ice. 
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Discuss Five Cases 


Discussing these two cases and the 
three others (none of the latter in- 
volved corporation executives), the 
IRS ruling points out that section 1. 
451-1(a) of the income tax regulations 
contains the following: 

“Gains, profits and income are to 
be included in gross income for the 
taxable year in which they are ac- 
tually or constructively received by the 
taspayer unless includible for a dif- 
frent year in accordance with the 
taxpayer’s method of accounting.” 

The IRS ruling also points out that, 
with respect to the cash receipts and 
disbursements method of accounting, 
section 1.446-1(c)(i) provides in part: 
“Generally, under the cash receipts 
and disbursements method in the com- 
putation of taxable income, all items 
which constitute gross income (wheth- 
tin the form of cash, property or 
services) are to be included for the 
faxable year in which actually or 
constructively received.” 


All Used Same Method 


In all five situations discussed in 
the new ruling, the individuals used 
the cash receipts and disbursements 
method of accounting and “conse- 
quently, the question for resolution is 
whether in each of the situations de- 
Stibed the income in question was 
‘nstructively received in a taxable 
year prior to the taxable year of ac- 
ual receipt.” 

The ruling continues: 

“A mere promise to pay, not rep- 
sented by notes or secured in any 
parate fray, is not regarded as a receipt of 
1 each Fome within the intendment of the 
dollat Fish receipts and disbursements meth- 
or thé Bi. See United States vs Christine Oil 
e pall Gas Co., 269 Fed. 458; William J. 
es at Beckson vs Smietanka, 272 Fed. 970, 
pens Ft. D. 5, C.B. 4, 96 (1921); and E. F. 
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Cremin vs Commissioner, 5 B.T.A. 
1164, Acq. C.B. VI-1, 2 (1927). Also 
C. Florian Zittel vs Commissioner, 12 
B.T.A. 675, ir. which, holding a salary 
to be taxable when received, the 
board said: ‘Taxpayers on a receipts 
and disbursements basis are required 
to report only income actually re- 
ceived, no matter how binding any 
contracts they may have to receive 
more.’ 

“This should not be construed to 
mean that under the cash receipts 
and disbursements method income may 


be taxed only when realized in cash. 
For, under that method, a taxpayer is 
required to include in income that 


which is received in cash or cash 
equivalent. W. P. Henritze vs Com- 
missioner, 41 B.T.A. 505. And, as 


stated in the above-quoted provisions 
of the regulations, the ‘receipt’ con- 
templated by the cash method may be 
actual or constructive. 

“With respect to the constructive 
receipt of income, section 1.451-2(a) 
of the income tax regulations (which 
accords with prior regulations extend- 
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ing back to, and including, article 53 
of regulations 45 under the revenue 
act of 1918) provides in part as fol- 
lows: 

“Income although not actually re- 
duced to a taxpayer’s possession is 
constructively received by him in the 
taxable year during which it is cred- 
ited to his account or set apart for 
him so that he may draw upon it at 
any time. However, income is not 
constructively received if the tax- 
payer’s control of its receipt is sub- 
ject to substantial limitations or re- 





by accident or sickness? 





How much will vou earn between now and age 65? If you’re 
a man age 35, for example, and earn $500 a month, your 
income will total $180,000 by the time you reach 65 . 
if you’re able to keep working. But what if you’re disabled 


You’ll have far fewer worries about loss of income or 
large medical bills if you have N/W National’s Accident 
& Sickness or Major Medical Insurance. These plans include 


Protect yourself against loss of income... 


ability benefits. 


.. with N/W National 
Accident and Sickness Insurance 


the low-cost “Northwestern Special,” the unique ‘“Profes- 
sional Series” for the young executive or professional man, 
and the “Northwestern 65” which provides long-term dis- 





Together, N/W National’s Life Insurance, Accident & 


Sickness, and Major Medical plans give you fully-rounded 
protection for your family’s standard of living . . . regardless 
of what happens to you. 





Northwestern National Life Insurance Co., 430 Oak Grove, Minneapolis, Minn. 
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strictions. Thus if a corporation credits 
its employes with bonus stock but the 
stock is not available to such employes 
until some future date, the mere 
crediting on the books of the corpora- 
tion ; not constitute receipt.’ 

“Thus, under the doctrine of con- 
structive receipt, a taxpayer may not 
deliberately turn his back upon in- 
come and thereby select the year for 
which he will report it...... Nor 
may a taxpayer, by a private agree- 
ment postpone receipt of income from 
one taxable year to another. ... 

“However, the statute cannot be ad- 


does 
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ministered by speculating whether the 
payor would have been willing to 
agree to an earlier payment. See, for 
example, J. D. Amend, et ux. vs Com- 
missioner, 13 T.C. 178, Acquiescence, 
C.B. 1950-1, 1; and C. E. Gullett, et al., 
vs Commissioner 31 B.T.A., 1067, in 
which the court, citing a number of 
authorities for its holding stated: 

“It is clear that the doctrine of 
constructive receipt is to be sparingly 
used; that amounts due from a cor- 
poration but unpaid, are not to be 
included in the income of an individual 
reporting his income on a cash re- 


c°ipts basis unless it appears that the 
money was available to him, that the 
corporation was able and ready to 
pay him, that his right to receive was 
no. restricted, end that his failure to 
receive resulted from exercise of his 
own choice.’ 

“Consequently, it seems clear that 
in each case involving a deferral of 
compensation a determination of 
whether the doctrine of constructive 
receipt is applicable must be made 
upon the basis of the specific factual 
situation involved. 

“Applying the foregoing criteria to 


I’m “all fired-up” to knock on ANY door... 


. because | have absolute 


confidence that an aggressive 


Republic National Life Home 


Office team is right behind 


me. There’s no doubt in my 


mind —I'’m on the ‘‘GO”’ 


team... 


and there's room for 


you too in such a rapidly 


expanding company. 


hp Snformation Regarding 
GENERAL AGENCY OPPORTUNITIES 


Contact H. R. Hunke 
Assistant Vice President and 
Director General Agencies 





SPECIAL 
OPPORTUNITIES 
The Company has just entered 
Ohio, its 42nd State, thus 
opening new General Agency 
opportunities there. 


SUPERVISION 


Prompt assistance and coopera- 
tion. Then too, there's always an 
open line to the Home Office. 











TRAINING 


Practical training and friendly 
help keep me on the right path 
no matter what new problems 
develop. 


UNDERWRITING 


There's nothing so encouraging as 
the knowledge that your under- 
writers remember that applicants 
are people — not just medical 
histories. 


ADVERTISING 


Sales material that really im- 
presses the prospect and advertis- 
ing that makes me proud of the 
company | represent. 


i 4 
SALES MINDED MANAGEMENT 


Above everyone else | know that 
the President started out with a 
rate book in his hand and has 
built a company in which he has 
surrounded himself with sales 
minded executives. 
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the situations described above, the fo}. 


lowing conclusions have been reacheg# 


“The additional compensation to & 
received by the [first] taxpayer unde 
the employment contract concerne 
will be includible in his gross incom 
only in the taxable years in whig 


the taxpayer actually receives install.} 


ment payments in cash or other prop. 
erty previously credited to his age. 
count. To hold otherwise would ly 


contrary to the provisions of the regy.} 


lations and the court decisions men. 
tioned above. 

“For the reasons in (1) above [ie 
the first taxpayer] it is held that the 
[second] taxpayer here involved aly 
will be required to include the de 
ferred compensation concerned in hi 
gross income only in the taxable year 
in which the taxpayer actually re. 
ceives installment payments in cash 
other property previously credited t 
his account. 


Explains Conclusion 


“In arriving at this conclusion and 
the conclusion reached in case ‘(1) 
consideration has been given to section 
1.402(b)-1 of the income tax regula. 
tions and to revenue ruling 57-37, 
C.B. 1957-1, 18, as modified by reve. 
nue ruling 57-528, C.B. 1957-2, 263. 

“Section 1.402(b)-1(a)(1) provides 
in part, with an exception not here 
relevant, that any contribution made 
by an employer on behalf of an em. 
ploye to a trust during a taxable year 
of the employer which ends within or 
with a taxable year of the trust for 
which the trust is not exempt under 
section 501(a) of the code, shall be 
included in income of the employe for 
his taxable year during which the con- 
tribution is made if his interest in the 
contribution is non-forfeitable at the 
time the contribution is made. 

“Revenue ruling 57-37, as modified 
by revenue ruling 57-528, held, inter 
alia, that certain contributions con- 
veying fully vested and non-forfeitable 
interests made by an employer into 
separate independently controlled 
trusts for the purpose of furnishing 
unemployment and other benefits to 
its eligible employes constituted addi- 
tional compensation to the employe 
includible, under section 402(b) of 
the code and section 1.402(b)-1(a)(1) 
of the regulations, in their income for 
the taxable year in which such con- 
tributions were made. 

“These revenue rulings are distin- 
guishable from cases ‘(1)’ and ‘(2)’ 
in that under all the facts and circum- 
stances cf these cases, no trusts for 
the benefit of the taxpayers were 
created and no contributions are to be 
made thereto. Consequently, section 


402(b) of the code and section 1.402]. 


(b)-1(a)(1) of the regulations are in- 
applicable.” 

The rest of the discussion in the 
ruling dealt with the other three cases, 
involving an author’s royalties, a pro- 
fessional football player’s compensa- 
tion, and a boxer’s share of the gate 
receipts. 


Reinsurance Investment 


Names McCormack President 


Clement R. McCormack, vice-presi- 
dent of the Boston investment firm of 
J. H. Goddard & Co., has been elected 
president of Reinsurance Investment 
Corp., to succeed Otto Marx Jr., former 
president and chairman. Mr. Marx 
will continue as chairman. 

Mr. McCormack has also been 4 
director of Reinsurance Investment 
since 1958. The company was orgal- 
ized in 1956 to acquire, finance and 
develop new and established insurancé 
companies. 
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curance--then you and I as agents are 
prough—-we are finished. 

Every lesson of economics tells us 
Hinata free economy will force the 
<yrvival of the fittest. Sooner or later 
he more efficient system will inexor- 
ably prevail over the less efficient. If 
ass coverages can give the insurance 
puyer a better buy for his dollar, then, 


J 


- neither legislation, resolutions nor 

ove [i master salesmanship can save the 
ie. a 

that a agency system. 


Specifically, this issue is highlighted 
py the proposed amendments to the 
Keogh-Simpson bill permitting the 
expansion of mass coverages in the 
funding of benefits under that bill. At 
the Philadelphia annual meeting last 
September, two NALU_ committees 
(field practices and the agents’ com- 
mittee) acting independently of each 
other, both sensed the urgency of this 
issue. 


Two Factors Involved 
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The recommendations of these com- 
mittees involved two factors: (1) that 
NALU oppose any amendments to 
Keogh-Simpson legislation which 
would extend mass underwriting of 
retirement plans for the self-employed, 
(2) that a “research specialist” be 
assigned to undertake an immediate 
and intensive study to develop helpful 
information as to just what are the 
advantages of mass coverage to non- 
employer-employe groups. 

The board of trustees resolved to 
oppose legislation as proposed in the 
first part. However, the real teeth of 
the recommendation involved in the 
second part, were not implemented by 
the board. 

You will recall that. these issues 
came before the board very late in a 
night session. We are convinced that 
the problem did not get the clear- 
minded consideration that it deserves. 
Then, too, an unfortunate choice of 
words referring to a “research special- 
is” implied an expensive project. 
Understandably the board is reluctant 
to launch any but the most urgent 
plans when our budget is running so 
close to income. 

Since the Philadelphia meeting we 
have counseled with many key wheel- 
hrses—sampling the opinions of our 
leaders on this issue. As a result we 
ae even stronger in our conviction 
that this is a most urgent problem, 
the solution of which will preserve 
the very existence of the agency sys- 
tem. 


Will Ask For Action 


We now remind each of you of the 
issue again, with the urging that you 
sample leaders in your area and re- 
view your own thinking between now 
and the Louisville midyear meeting. 
We are going to ask for reconsideration 
of this problem which was “postponed” 
at Philadelphia. 

Group insurance, group annuities, 
franchise insurance, and all such mass 
coverages have acquired a _ standing 
t fr above their justifiable position. 

3 Group insurance in reasonable 
sident amounts in employer-employe situa- 
e-presi- lions has earned a solid reputation for 
firm of }*tformance. (Even this fine vehicle 
elected |S being jeopardized by abuses of 
estment | Wild” and “jumbo” plans.) 
former The uninitiated assume that a non- 

Marx |"Ployer-employe group insurance 
would enjoy the same advantages. 
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been a is not so. Even in our inexperi- 
estment Fite with mass coverages, we can see 
organ- f Umber of reasons why mass cover- 
ice and Fes are not sound for groups without 


Fl employer-employe status. 
ere are many sources of data 


surance 


LIFE INSURANCE EDITION 


rges All-Out Fight Against Association Group 


(CONTINUED FROM PAGE 1) 
which should be assembled in one 
place so that once and for all we can 
know, on balance, just how good mass 
coverages are for association groups. 
For example, the Canadian Assn. of 
Life Underwriters has had some prac- 
tical experience with the Keogh type 
of legislation which was passed up 
there some time back, actuarial studies 
in this country have been made which 
reveal some of the true facts of the 
purported advantages of mass cover- 
ages for association groups, many 
individual companies have made their 
own studies of this issue and the New 
York state association has made a 
very effective stand in its legislative 
halls on this issue. We are indebted 
to Spencer McCarty and the board of 
the New York state association for 
their fine treatise, which is attached. 


Uphill Battle In California 

Here in California our state associa- 
tion is engaged in an uphill legislative 
battle against the extensive expansion 
of association group. The California 
state association board has officially 


books 
group insurance. 


noted the complete lack of authorita- 
tive data for waging this fight. This 
lack of data may prove to be an 
overwhelming obstacle to our winning 
the battle. It is already possible for a 
Californian to have well over $100,000 
of association mass coverage insurance 
in spite of a specific statute on the 
which prohibits 


All the brick, mortar and lumber for 
the study are probably readily avail- 
able. Our job is to build the house. 


Would Reveal Authoritative Data 

A comprehensive study of this issue 
would reveal authoritative data. on 
just how much premium saving does 
result if mass coverages are applied 
to non-employer-employe groups. The 
study could bring into proper perspec- 
tive the other claimed advantages of 
such plans as well. You will recall a 
statement made in the board of trus- 
tees meeting in Philadelphia that the 
savings in premium are 35% in as- 
sociation group plans. We just can’t 
buy that figure. That ratio probably 


association 
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applies to employer-employe group 
insurance where there are cost reduc- 
ing factors which do not exist in the 


wild 
about 


and 


non-employer group. 
Calls It Nearer 8% 


But what is the difference? Is it 
25%—is it 15%—or is it 8%? It’s our 
hunch that the latter figure is far 
closer to the fact that the 35%. When 
irresponsible 
association group are given 


statements 


currency within our fraternity, is it 


decision? 


We need to know 


is led astray 


any wonder that our less well-in- 
formed buyer 


in his 





once and for all— 


where the real issues lie. We need to 


advantages of 


mass 


stop ail our wild conjectures. Just as 
long as we lack an authoritative re- 
buttal—just so long will we continue 
to be plagued by wild and sometimes 
irresponsible statements of purported 
mass coverages. 
want the facts, man—the facts.” 

Association 


“We 


coverages will 


never be stopped by a dearth of non- 


employer groups. 
will be fostered and multiplied by the 
thousands. For example, everyone who 
buys his home from the same builder 


Fictitious groups 





“CRISIS 
AT MUNICH” 


These are some of the dramatic and exciting shows on 
the award-winning television series “THE TWENTIETH 
CENTURY’— presented each week on the CBS Television 
Network by the Prudential Insurance Company of America. 
Others include: “The Week That Shook The World,” 
“Battle of the Bulge,” “Dirigible,” “Japan’s Changing Face,” 
“Down Range,” “Patton and The Third Army,” “Rommel.” 
Prudential makes available to adult groups—on a free-loan 
basis—16 mm motion-picture prints of these shows. 

To obtain a print of any of this season’s shows or any of 
the past “THE TWENTIETH CENTURY” programs, 
contact your local Prudential Agent or office. 
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INSURANCE COMPANY OF AMERICA 
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GROUP PENSIONS 


HERE ARE SOME OF 

“THE TWENTIETH CENTURY” 
PROGRAMS CURRENTLY 
AVAILABLE ON 16 MM FILM 


“THE MOVIES LEARN TO TALK" 
—A nostalgic, historic program 
about early movie-making. 
“SUICIDE RUN TO MURMANSK” 
—The most dangerous convcy 
run of W.W. II told by the men 
who lived it. 

“AGE OF THE JET’— 

The story of the transportation 
miracle that is modern 
commercial aviation. 

“THE FALL OF CHINA™— 
Communism's greatest triumph 
since the Russian revolution— 
the free world’s greatest defeat 
“GOERING'— 

What was he really like—genius 
or madman? The man who 
created the Nazi Air Force. 
*"*POLAND ONATIGHTROPE"'— 
A penetrating look at life 

in Poland today. 

*"“THE ADDICTED''— 

The shocking story of narcotics 
addiction in the United States. 
“REVOLT IN HUNGARY''— 
Films of the Hungarian uprising, 
smuggled out from behind the 
“Iron Curtain.’ 

“MISSION: OUTER SPACE’’— 
Man challenges his last frontier. 
“WOODROW WILSON—THE 
FIGHT FOR PEACE"’—His battle 
for “The League of Nations.” 
“JET CARRIER''— 

Our mobile attack force. 

“THE TIMES OF 

TEDDY ROOSEVELT" — 

The color, excitement and charm 
of the Rough Rider. 

““PERON AND EVITA"'— 

The Argentine *‘strong man’*—and 
the woman who shared his power 
**ROCKNE OF NOTRE DAME"’— 
The most colorful football 
coach of all. 

*"MAN OF THE CENTURY™— 
The life of Winston Churchill. 
“PF. B. L."'=J. Edgar Hoover 
and his organization. 
HIROSHIMA" — 

The events that led to dropping 
the first atom bomb. 

“WAR IN SPAIN™— 

The Spanish Civil War. 
*"FACE OF CRIME’= 

Its causes and cures. 

“D-DAY I"'— 

The buildup for invasion. 
“D-DAY I1"'—The attack. 

**THE RED SELL*'—Russian 
propaganda at work—2 parts. 
*"ENTER WITH CAUTION— 
THE ATOMIC AGE"'— 

Atomic radiation and its perils. 
“THE NUREMBERG TRIALS" — 
Nazi war criminals brought 

to justice. 
***BRAINWASHING’*— 
Communist psychological 
techniques. 

**MUSSOLINI" = 

The rise and fall of a dictator. 
“GANDHI” — 

The life and work of the great 
spiritual and political leader. 
“RIOT IN EAST BERLIN’'— 
Anti-Communist demonstrations 
in the Soviet Zone. 

“F. D. R.-THIRD TERM TO 
PEARL HARBOR'’’—The man, the 
events, the decision to run. 
*Denotes special hour program, 
all others half hour. Films are 
“as broadcast,”* including 
insurance messages. 


Consult your local paper for 
time and station of 
“THE TWENTIETH CENTURY” 
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would be in one group. Everyone who 
belongs to the same improvement club 
would be in another. 

Everyone who bought his groceries 
irom the same grocer would be in a 
third, etc. And we might add that it’s 
only a short step from: such widespread 
mass coverages to the expansion of 
social security to take over all insur- 
ance in one grand socialistic scheme. 

But again, we don’t buy that pack- 
age. We don’t buy it because we 
believe the agency system is respon- 


FieNATIONAL UNDERWRITER 


sible for the economical marketing of 
life insurance which has made the 
owning of life insurance in America 
the prime exhibit to the world. 

For example, to take one point of 
cost alone: If 8% is the true differen- 
tial in costs between the mass cover- 
age and the individual policy, as 
agents we can amply justify our serv- 
ice with the tailor-made plan over the 
“hand-me-down”, “meat cleaver” plan 
of mass coverage. 

Likewise, unfortunately, association 


group will never be stopped by a lack 
of insurance companies that will write 
such plans as long as a misguided 
public will demand them in its mis- 
taken belief that they are better than 
the tried and proven individual cash 


value life insurance policy. 


If this cancer is not to be stopped 


by any lack of supply, our only re- 
course is to lessen the demand by 
educating the buyer on the real dan- 
gers and pitfalls built into the attrac- 
tive wrappings of the package he 





open important doors for agents 


Millions of readers of Tine’ and Newsweek have read what Emil Schram, 
former New York Stock Exchange President, has to say about the importance 


The Northwestern Mutual point 


of view in advertising: 


of investing first in life insurance. 


Useful messages? Northwestern Mutual agents have ordered more than 
four million reprints of advertisements such as this since the series began! 
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There is a difference! 


Four reasons why 
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thinks he wants. But this education 
to be effective, must not be mere} 
super-salesmanship—it must be cown. 
to-earth—factual, and in balance shee; 
form, so that he who runs may read. 

Returning for a moment to the 
Keogh-Simpson problem, if there jg 
any insurance buyer in America who 
needs the professional service of , 
good life underwriter, personally plan. 
ning his insurance program, it is 3 
self-employed accountant, attorney, 
merchant, or medical man. 

How can the $100,000 per yea 
physician specialist and the $5,000 pe 
year general practitioner be fitted int 
the same mold of a mass coverage 
plan? What justification is there fo, 
the highly specialized attorney to be 
strait-jacketed by the plan modeled 
for the young neophyte lawyer simply 
because they belong to the same 
association? 

What do we propose? Simply that 
NALU spend enough money to get 
the facts. 


Says Allies Will Emerge 


We believe that if NALU will spear. 
head this project, we will find willing 
allies from many quarters offering to 
help. Many companies still believe in 
the agency system, refuse to partici- 
pate in mass coverages to associations, 

The president of one such company 
demonstrated the courage of his con- 
victions on this issue in a forthright 
letter read to the board within two 
days after we postponed the issue, 
Significantly, the board enthusiastical- 
ly endorsed this leader’s stand. 

But again just words—we have too 
long been trying to lay this ghost with 
totally ineffective tools. Stronger med- 
icine is demanded. We could expect 
help from these fine people if we 
would lead the way in this important 
project. 


Would Have Wide Application 


If such a study were completed, it 
could be used in our nation’s capital 
and in the various state capitals to 
head off legislation expanding mass 
coverages to non-employer-employe 
groups. It could be further used before 
state and local associations of profes- 
sional groups in proving the inadvisa- 
bility of their launching of such a 
project. 

It could still further be used right 
down to the individual member of our 
association. We would give him the 
tools for demonstrating to the potential 
ultimate buyer of the mass coverage 
the true facts of what he is buying. 
He could demonstrate why, in spite of 
the difference in cost of the individual 
policy (if any) it is a much better 
bargain. 

The headlong drift to association 
mass coverages demands we do more 
than pass resolutions. We must fortify 
our position for starting a_ backfire 
which will really settle this issue for 
sure. If we lose this battle we have 


Lutheran Brotherhood Has 


Disability Income Rider 


Lutheran Brotherhood is offering @ 
monthly income disability plan 
eligible male applicants between the 
ages 20 and 45. i 

The protection is available as 8 
rider to be attached to any new perma 
nent life policy for $5,000 or mor 

















provided premiums are payable to 
60 or longer. Income payments 

payable to age 65, provided that di 
ability occurs before age 60. The plat 
provides a monthly income of $5 fo 
each $1,000 of insurance in the event 





of disability. Income payments alt 
double for disability prior to age 50 
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jost the war. If we cannot justify the 
individual insurance policy over the 
fictitious hybrid group plan, then the 
day ot the highly trained life insur- 
ance agent has passed. He will move 
from the center of the financial plan- 
ning stage to the oblivion which he 
deserves. 

This project will cost some money— 
of course it will. However, we have 
never found our members reluctant to 
pack up the association with their 
money when the chips are really down. 
Even if it costs 25 cents per member 
(which we doubt) the time has come 
for action and not mere words. 


Summar.z2s Argument 


May we summarize: 

1. We need a factual and down-to- 
earth statement of the real and pur- 
ported advantages of mass coverages 
as they apply to non-employer-em- 
ploye groups. Not only any advantages 
in premium but all claimed superior- 
ities of association groups should be 
evaluated. 

Then the study should show: How 
the advantages (if indeed there are 
any), cost or otherwise, can be offset 
by the personal service of the agent 





LIFE INSURANCE EDITION 


and the many plusses of the individual, 
cash value, policy. 

2. Results of this study should be 
published for our members’ use: (a) 
in our national and state legislative 
halls to combat legislation expanding 
group to associations. Let us give our 
lawmakers some authoritative data on 
why mass coverages in associations 
are not the cure-all they appear to be; 
(b) in helping groups of potential 
buyers of insurance to know what is 
really wrapped up in the attractive 
appearing package of mass coverages; 
(c) with the individual buyer who is 
considering mass coverages to show 
him what he has to gain by using the 
service of the life underwriter and a 
tailor-made insurance plan. 

We have a unique opportunity to 
serve the public in preserving the 
American agency system through this 
project. The time is late. We urge your 
careful consideration. 

Denver Assn. of Life Underwriters 
will hear H. B. Sharer of United States 
Rubber, noted speaker on sales mo- 
tivation, at its February meeting, to 
be held the 26th, rather than the usu- 
al third Thursday. 
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OVER 1958 
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Yes, that’s a sensational record .. . yet the 
State Life is planning ahead to even greater 
accomplishments in the “‘golden sixties.” 
If you, too, want to grow successfully as an 
agent or agency manager with State Life— 
get complete details by writing today. 
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Indianapolis 
A MUTUAL COMPANY FOUNDED 


INSURANCE-IN-FORCE 


up 18% 


OVER 1958 


RESERVES 


FOR PROTECTION OF POLICYHOLDERS 


*255 per 1,000 


OF INSURANCE-IN-FORCE 


beso H. LUCUS 
Vice-President 
and Director of Agencies 


Company 


1894 





4% ON AGENTS’ 
RENEWAL 


ACCUMULATIONS, 
TOO! 


... yours exclusively with Jefferson Standard ! 


ine at 





A unique Jefferson Standard “plus” — 
in addition to the Company’s regular 
Retirement Plan for Agents — is our 
Renewal Accumulations Plan. This plan 
enables the agent to leave his renewal 
commissions with the Company at 4% 
interest, compounded annually. 


This “4%” feature is exclusive with 
Jefferson Standard. Here’s what one of 
our agents says about the plan: “I con- 
sider my renewal accumulations an ex- 
tremely wise and safe investment — one 
that will add immeasurably to the en- 
joyment of my retirement years.” 


Jefferson Standard agents now have 
more than $2,000,000 in accumulated 
renewals on deposit with the Com- 
pany ... savings for a more bounti- 
ful retirement! 


REINSURANCE SOLICITED 


 Jeferson 


LIFE INSURANCE COMPANY 


Home Office: Greensboro, N.C. 


Viandard 
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Home Office Changes 


State Life Of Indiana 


William P. Flynn, chairman of Indi- 
ana National Bank of Indianapolis, has 
been elected a director. 

Paul J. Goben, assistant mortgage 
loan superintendent has been pro- 
moted to superintendent of that de- 
partment, and Frank A. Layman has 
been advanced from assistant counsel 


of the mortgage loan department to 
counsel. 


National Life Of Vermont 


Norman L. Campbell has been pro- 
moted from associate actuary to ac- 
tuary and Robert C. Morrow from as- 
sistant actuary to associate actuary. 
Mr. Campbell has also been assistant 
actuary of Teachers Insurance & An- 


nuity and before that was with Royal- 
Globe and Manufacturers Life. Mr. 
Morrow has been with Farm Bureau 
Life and Confederation Life. 

William E. McGinley, Edgar F. Roby 
and Willard R. Strong, have been ap- 
pointed assistant secretaries, and 
George R. Thompson has been elected 
security analyst. 


Pilot Life 


Appointed assistant vice-presidents 
are H. C. Beeson; R. Wade Phillips; R. 
M. Pope; Ralph H. Seigler and F. A. 
Thomas. J. M. Atwater has been pro- 








INTEREST 
NOW 


ON PREMIUMS PAID IN ADVANCE 





On money collected for advance premiums 
and the Premium Deposit Fund, National Life’s 
discount will be computed at the rate of 4% 
interest, compounded annually, for the period 
ending on the tenth policy anniversary which 
occurs after receipt of the money, and at the 
rate of 3.5% interest, compounded annually, 
thereafter. So far as the Premium Deposit 
Fund is concerned, this means: 


a. if the money is received on a policy anniver- 
sary, the 4% rate applies for ten years from 
receipt of the money; 
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b. if the money is received between policy anni- 
versaries, the 4% rate applies for the period 
ending ten years from the policy anniversary 
preceding receipt of the money. 

Money already in the Premium Deposit Fund 
will continue to accumulate at the originally 
guaranteed rate. 

When additional benefits are added to a policy 
on which premiums are already paid in ad- 
vance, the amount collected for those benefits 
will be calculated at the rate guaranteed in the 
Premium Deposit Fund on the basic premiums. 


National Life of VERMONT 
. Company 


SOUNDED IN 1850 - A MUTUAL COMPANY + OWNED BY ITS POLICYHOLDERS 


Mon Vi cliex 
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moted to assistant secretary and map. 
ager of the group claims deparimen 

Elected 2nd vice-presidents are } 
W. Gawthrop; N. J. Helms; G. M. Hig. 
er; G. V. McNeil; L. C. Stephens Jr. 
S. E. Tate and C. R. Wesselhoft. 

C. R. Andrews, advertising manage 
is promoted to the new post of dire. 
tor of public relations. 

Also promoted are J. L. Donnell t 
investment counsel and F. G. Hender. 
son to group counsel. 


Connecticut Mutual Life 


John L. Lobingier Jr., assistant sy. 
perintendent of agencies, 
appointed 


has bee 


assistant secretary an 


J. L. Lobingier Jr. Clifford R. Walker 


Clifford R. Walker, agency comptroller 
is named to the new position 
comptroller. Mr. Lobingier has 
been director of public relations 
LIAMA and assistant advertising 
ager of Phoenix Mutual Life. 
Walker, a CLU, joined Connecti 
Mutual in the actuarial departmen 
and later became assistant superin- 
tendent of agencies. 


North American Life, A&H 


George J. Her 
genroether ha; 
been _ appointei 
field training di- 
rector. He ha: 
been in the busi 
ness 13 years ani 
has experience 4 
agent, agency 
manager and gen 
eral agent. Fe 
most recently wa 
general agent for 
Franklin Life. 


G. J. Hergenroether 


Guardian Life 
William W. Mauke, regional group 
manager at New York, has been pro- 
moted to director, group insurance 
sales. He is president of New York 
City Group Supervisors Assn. 


Canada Life 
George R. Kimball has been appoint 
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ed western U.S. supervisor. He hi 
been training supervisor for the west 
ern U.S. Frank W. Bland is retiring # 
assistant superintendent of wester 
U.S. branches but will continue # 
brokerage development supervisor it 
California. 


Great National Life 
Robert F. Weichsel and Richard \ 
Lewis have been named senior vice 
presidents. Mr. Weichsel will retail 
his title of secretary-treasurer. 
Lewis was previously vice-presidet! 
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SALE OF INSURANCE COMPANIES 
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and agency director and will now be 
in charge of all company sales. 

Other changes: Truman C. Ragsdale, 
Mi. Hig. formerly assistant secretary, to vice- 
sng Jp. president; Hugh King, formerly assist- 
‘Pant vice-president agency department, 
to director of agencies; and Christian 
c. Weichsel II, formerly agent and 
agency field assistant, to assistant sec- 


retary. 


Central Standard Life 


carl A. Tiffany-has been appointed 
vice-president. ‘He has been a consult- 
ing actuary for 12 years and will con- 
tinue to operate his actuarial firm, 
Carl A. Tiffany & Co., Chicago. Mr. 
Tiffany has also been with the Iowa 
and Illinois insurance departments. 


Provident Mutual Life 


William A. Carrodus, agency secre- 
tary since 1949, has been elected as- 
sistant controller. A CLU, he has also 
peen supervisor of agency research. 

Robert C. Webb has been elected as- 
sistant manager of agencies. He has 
peen with Union Mutual Life and also 
isa CLU. 


Midwest Life, Neb. 


A. Leicester Hyde was elected pres- 


d man. 
riment 
are J 


anager 
* direc. 


nell ty 
Tender. 


fe 
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W. W. Putney 


A. L. Hyde 


"| has been president for 33 years and 
‘} who will continue actively with the 
"| company as chairman. 

Mr. Putney joined Midwest Life as 


L, A. Agents’ Sales 
Congress Draws 800 


A four-member business life in- 
surance panel was featured at the an- 
nual Southern California Sales Con- 
gress sponsored by Life Underwriters 
Assn. of Los Angeles. Held on the 
campus of Occidental College, the 
meeting drew over 800. 

On the panel were Norma W. Bard, 
Phoenix Mutual, who discussed stock 
tetirement section 303; Robert A. 
Brown Jr., R. A. Brown & Son, “Salary 
Continuation Plans Involving Death 
.,| © Disability”, G. N. Bearden, New 
sagged England Life, “Stock Retirement Plans 
Te ha —The Buy-Out Agreement”; and 
' West! Richard M. Baker, Mutual Benefit Life. 
ring ®! The panel was moderated by Edwin G. 
rene Davies, Manufacturers Life. All are of 
ue “1 Los Angeles. 
sor"! Other speakers were Lloyd L. Aus- 

tin, president Security First National 

Bank, Los Angeles, “A Banker Looks 

| At Life Insurance”; Jack O. Percival 

ard M Jr, Penn Mutual, San Diego, “My First 

r vic} Full Year’s Production in San Diego”; 

retail! Dudley Dowell, executive vice-presi- 

r. Mt dent New York Life, “Parallax-Free 
_ Vision”; and Bart Hodges, Austin. 
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|| Berry Replaces Strong As 


B 

___IAAHU Associate Editor 
International Assn. of A&H Under- 

ror titers has appointed James Berry 

1ES associate editor of the A&H Under- 

! Writer magazine. He succeeds Darrell 


GH {Sttong, who has joined the news staff 
of WGN-TV, Chicago. Mr. Berry is a 
Journalism student at Northwestern 
University. 
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assistant secretary in 1923 and, upon 
the death in 1927 of the late N. Z. 
Snell, founder and first president, was 
elected president. 

Mr. Hyde has been a director of 
Midwest Life since 1932 and became 
actively associated with the executive 
staff in 1954 as vice-president and 
mortgage loan officer until 1958 when 
he was elected vice-president and 
treasurer. 


Old Equity Life 
Robert Davidson, former northern 
Illinois state manager, has been ap- 
pointed agency secretary. He joined 
the company last year after 12 years 
of management experience. 


Prudential 
Paul E. Sarnoff and John C. Antliff 
have been promoted to associate ac- 
tuarial directors in the actuarial and 
new business department. Both are 
fellows of Society of Actuaries. 


No. American L.&C. 


Ralph Oasheim has been promoted 
to company controller and John P. 
Peffer and John Bloom to assistant 
controllers. Mr. Oasheim has been ad- 


ministrative assistant and Messrs. Pef- 
fer and Bloom assistant secretaries. 


Mutual Trust Life 


John E. Clark 
has been appointed 
vice-president in 
charge of public 
relations. Mr. 
Clark’s back- 
ground in adver- 
tising, merchan- 
dising and public 
relations includes 
14 years with 
Young & Rubicam. 

William N. 
Georgeson has 
been _ appointed 
vice-president in charge of the bond 
division. 

Joseph R. Goggin has been appoint- 
ed treasurer. 





John E. Clark 


COLUMBIAN MUTUAL LIFE— 
Charles A. Baker Jr. has been named 
a director. He has been with the com- 
pany since 1946. 


COLLEGE RETIREMENT EQUI- 
TIES FUND has appointed Gerard van 
Amerongen as investment officer. Mr. 
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Amerongen, who has been vice-pres- 
ident of the investment counseling firm 
of Lionel D. Edie & Co., is also named 
investment officer of CREF’s parent 
company, Teachers Insurance & An- 
nuity. 


FIDELITY INTERSTATE LIFE has 
elected Bruce Heater, controller, to 
vice-president and controller. Elected 
vice-president and director of claims 
is Melvin L. Sussman, director of 
claims. 


WESTERN AMERICAN LIFE of Al- 
buquerque has appointed Paul Bra- 
ziller secretary. He has been counsel 
of Jefferson National Life and before 
that he was with State Farm Life and 
Equitable Life of Iowa. 


MUNICIPAL OF AMERICA of 
Chicago has promoted Edward J. Ryan 
from assistant vice-president to vice- 
president. He is also a director. 


CONSOLIDATED AMERICAN 
LIFE, I1l., has named Ronald V. Mast- 
ronardi training supervisor of agents. 
He was formerly staff supervisor - at 
Chicago for North American Life of 
Canada. 





WITH 


PROVIDENT 


e Guaranteed issue underwriting. 
e Both individual and master contract coverage available. 


e Favorable annuity purchase rates. 


producers in their communities. 





PENSION TRUST WHOLE LIFE 


Ideal medium for providing insured death benefits under 


profit-sharing plans and combination pension plans. 


@ Full level reserve cash values in first policy year. 


Competitive advantages like these, together with the high 
degree of home office assistance available, have made 


many Provident agents among the most successful 


PROVIDENT LIFE © ACCIDENT © SICKNESS 


LIFE AND ACCIDENT 


a / TENTS OWYCANY 
CH ATT AN O O G A StSaaneneenmmmr! 


HOSPITAL ® SURGICAL © MEDICAL 








John H. Ames has been appointed 


Changes In The Field 


Mutual Benefit Life 


agents advisory 
York City Life Underwriters Assn. and 
a member of its board of directors. He 
assistant to the general agent and is a son-in-law of Arthur Youngman. 
Gerald E. Youngman has been named 
brokerage manager in the Arthur V. 
Youngman agency at New York. Mr. 
Ames, a CLU, is a life and qualifying 
member of the Million Dollar Round 


Gerald Youngman is a member of 
the association’s field agents advisory director, group insurance sales. 
council and of Mutual Benefit’s Presi- 
dent’s Club. He is a son of General quarters at 83 Maiden Lane. 
Agent Youngman. He succeeds Clif- 
and is chairman of the field ford C. Meldrum, who will retire manager of the new group office at 


HteNATIONAL UNDERWRITER 


March 1 under the company’s retire- 
ment plan. Mr. Meldrum will continue ian, he was group manager oi § 
in personal production with the agen- 


cy. 


council of the New Guardian Life 


Arthur V. Ferrara has been ap- 
pointed regional group manager at 
New York to succeed William W. 
Mauke, who has been promoted to 


regional office has moved to larger 


Clyde L. Juchau has been named 























A year of record service in 


13 countries of the world... 


In 1959, Confederation Life’s insur- 
ance and savings services again 


reached record proportions. 


The Association is now providing 
financial security for more than one 
and one-half million policyowners 
and their families, and in 1959, paid 
more than $41,000,000 in benefits and 
dividends to the people of Canada and 
12 other countries around the world. 


Here are some significant figures 
from the 88th Annual Report: 


@® $2,398 Millions of Life Insur- 


ance in Force 


@ $388 Millions of Annuities in 


Force 


@ $4 Millions in Dividends Paid 
during 1959 


@ $36.9 Millions in Other Benefits 
Paid during 1959 


In addition, Confederation Life 
issued $341,728,153 in new Life 
Insurance, a record for a single year. 
And, to guarantee future payments 
to policyowners and _ beneficiaries, 
total assets of the Association now 
stand at $436,921,346. 

2 cae 

If you are interested in a detailed 
summary of Confederation Life ser- 
vices during the past year, we will be 
happy to send you a copy of the Annual 
Report on request. 


onjederation Life 


ASSOCIATION 
Head Office: 321 Bloor St. E., Toronto, Canada 











Mutual Life. He is a past presic ent 
Northern California Group Manag 
Assn. 


Travelers 


Clarence L. 
Clark, manager at 
Kansas City, has 
been transferred to 
San Francisco and 
is succeeded by 
Glen Allen, for- 
mer manager at 
Little Rock. Mal- 
colm H. Foskit, as- 
sociate manager at 
Reading, Pa., has 
been promoted to 
manager, succeed- 
ing Warren W. 











Hampe, who has retired. Gordon ¥ 
assistant manager at Sy 


Coghlin, 


Clarence L. Clark Robert L. Sutter 






Francisco, is transferred to Vancouver, 


B. C., as manager. 
Agency managers promoted to man 





Wilfred W. Knight Gordon W. Coghlin 


agers are Kimball S. Green, Reading 
who has been transferred to Prov 
dence, and Wilfred W. Knight of the 





G'en Allen Kimball S. Green 


northern Virginia agency, who goes t0 
Little Rock. Robert L. Sutter, assistant 
superintendent of training at the home 
office, is promoted to manager 4 
Toledo. 

Appointed assistant managers al¢ 
Thomas M. Gilbreath, Des Moines, 
Jame; L. Rice, Birmingham; W. Blalt 


Service Guide 


ROBERT |. BUSHNELL 
Management Consullant 
lo Insurance O, 
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s (ruanf Little, \ ancouver; Keneth H. Propst, 
Oi Staff charlotic; John E. Wagner and Paul L. 
sicent @ Yoder, Cleveland; Robert W. Eldridge 
Ménages and Bobby F. Johnson, Dallas; Curtis 


) L. Hackworth, Denver; Dale F. Bowls- 
py and Franklin M. Miller, Des Moines; 
' Alan C. Johnson, Hartford; James C. 
Hopkins and David J. Weaver Jr., 
| Houston, and Bill H. Taylor, Jackson. 
Also, Ray Wharton, Kansas City; 
Edward D. Cargile, Little Rock; George 
J. Eckert Jr., Louisville; Jack E. Crim, 
Miami; Lloyd E. Peyton and James C. 
Thomas, Milwaukee; Donald C. Guess, 
J. Calude Patry and J. Yves Pilon, 
Montreal; William M. VanCleave, 
Nashville; James W. Ritter Jr., Fifth 
Avenue office, New York; James G. 
Starr, Oklahoma; Rene B. Charlebois, 
Ottawa, and Donald A. Hess, Rochest- 
er. 
Also, Robert E. Dooley, Sacramento; 
Charles W. Cannaday, St. Louis; Bruce 
M. Gove, St. Paul; John E. Shoop, San 
Antonio; Marshall N. Wood, Spring- 
field, Mass.; Joseph O. Simmons, Char- 
lotte; Roy W. Quance, Toronto; Robert 
E. Lindholm, northern Virginia agency; 
Ralph L. Krone, Wichita; Raymond K. 
Turner Jr., Boston; Wayne E. Des- 
wert, Newark; Roger F. Sprenkle, at 
Los Angeles with offices at Beverly 
Hills, and John F. Mason, at Richmond 
with offices at Roanoke. 


John Hancock 


Charles W. 
Reaves has been 





. Sutter 
appointed general 
ncouverf agent of the new 
agency at Sioux 
to man-{ Falls, S. D., where 


he has been unit 
manager under the 
Lynch agency at 
St. Paul since 1957. 
Russell F. Mil- 
ler, regional su- 
pervisor of the 
southeastern ter- 
ritory, has been 
appointed district manager 
Baltimore north agency. 


National Life Of Vermont 





Charles W. Reaves 


of the 


Richard B. Lew- 
sen, supervisor at 
Portland, Me., has 
been appointed 
general agent at 
Rochester, N. Y. 
He entered the life 
business with 
Phoenix Mutual 
Life in 1955 and a 
year later was 
named _ supervisor. 





Richard B. Lewsen 


Occidental Of California 


Richard C. Attinger has been ap- 
pointed brokerage manager at Fresno. 
He was formerly school group repre- 
sentative and assistant branch manager 
with the company there. 

Lavern C. Kehoe has been appointed 
assistant manager at Portland. Mr. 
Kehoe, formerly an agent there, joined 
Occidental last year. 





Provident Mutual Life 


Robert L. Dale has been appointed 
regional group manager at Atlanta. He 
has been with General American Life. 


Federal Life 

Leo Rapp, formerly with Prudential, 
énd Lloyd Donnelly Sr., who has been 
with Equitable Society, have been ap- 
Pointed managers at Chicago. Frank 
Ptistsr and L. Treat Taylor have been 
Named managers in suburban Evans- 
ton and Lake Forest, respectively. Mr. 
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Pfister was with Berkshire Life and 
Mr. Taylor with Continental Assurance 
and the Kemper companies. 

Leo Baker is the new manager at 
Detroit. He was with John Hancock. 
William L. Graves becomes manager 
at Pontiac, Mich. He was in a similar 
capacity there for Metropolitan. 


Bankers Of low 


& — 


Paul R. Farel, 
agency supervisor 
at Los Angeles, 
has been appointed 
assistant manager 
there. He has been 
with the agency 
since 1948. 





Paul R. Farel 


Old Equity Life 
Jerome W. Woelffer has been ap- 
pointed acting state manager for 
northern Illinois and A. L. Kiser has 
been named acting state manager for 
southern Illinois. 
Mr. Woelffer joined the company in 
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1957 and has been in the business 
nearly 30 years. Mr. Kiser joined Old 
Equity last year. 


Sun Life Of Canada 


Frank B. Cross III has been named 
manager of a new branch in Beverly 
Hills. He has been in the business 
11 years, all with Sun Life. 


Colonial Life 


Don F. Bechter 7 


has been appointed 
assistant resident 
superintendent of 
agencies at San 
Francisco. He en- 
tered the life busi- 
ness with North- 
western Mutual 
and since April 
has been manager 
of the life depart- 
ment of the San 
Francisco broker- 
age firm Thomp- 
kins & Co. He is a director of San 
Francisco Life Underwriters Assn. 





Don F. Bechter 


Massachusetts Mutual 


Appointed district group agents are 
David E. Hagberg, New York; Donald 





National Life 


policyholders know 


no better. 


As a matter of fact, there IS no better. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE~NASHVILLE, TENNESSEE 
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N. Hall, Milwaukee; David W. Hawes, 
Seattle; Stanley I. Kusiak, Springfield, 
Mass.; Henry C. Murfey Jr., Chicago, 
and George A. Stovall, Oklahoma City. 


Aetna Life 

Stuart M. Place, assistant general 
agent at South Bend since 1957, has 
been appointed general agent there in 
partnership with Robert J. Curry. Mr. 
Place joined Aetna as a group agent at 
South Bend, later becoming supervisor 
at St. Louis. 


Western Life, Mont. 

Mel J. Berg has been appointed gen- 
eral agent at Fargo, N. D. He was 
previously district manager for Equit- 
able Society. 


Franklin Life 
Arnold Galati, Wickliffe, O., has 
been promoted to district manager. 
Mr. Galati joined Franklin in 1956 as 
a special representative at Cleveland. 


Fidelity Mutual Life 
David C. Flagg and Frank J. Hale 
have been appointed general agents 
et East Orange, N. J. Mr. Flagg, a 
CLU, has been a supervisor of New 
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THE TRUE STANDARD OF { 

FINE INNKEEPING bf 

1S PROUDLY DISPLAYED AT } t fi a’ ¢ 


DINKLER | ¢/ 


al 


HeNATIONAL UNDERWRITER 


HOTELS 





Carling Dinkler, 
President 
Carling Dinkler, Jr., 
Exec. V. P. 


IN ATLANTA 
Dinkler Plaza 
e 
IN BIRMINGHAM 
Dinkler - Tutwiler 
e 
IN MONTGOMERY 
Dinkler - Jefferson Davis 
@ 
IN NASHVILLE 
Dinkler-Andrew Jackson 









There’s a Dinkler Motor Inn 


IN ATLANTA 
The Belvedere & ice Rink 








England Life since 1953. Mr. Hale, also 
formerly with New England Life, has 
been supervisor at Newark since 1956. 


Prudential 


H. David Warn- 
er has been pro- 
moted to associate 
manager of the 
Bauernfeind agen- 
cy at Minneapolis. 
He joined the 
agency in 1944 and 
has been division 
manager since 
1949. 

Clinton J. Mor- 
ris, staff manager 
at Frederick, Md., 
has been promoted 
to district manager at College Park. 

Edward Sirut has been promoted to 
staff manager of the Michael Glenn 
district office at Detroit. 


Berkshire Life 


Robert S. Harris 
has been appointed 
general agent at 
Cleveland, where 
he has been man- 
ager for Occidental 
of California. He 
has also been with 
Western & South- 
ern Life and later 
with Equitable 
Society as assist- 
ant manager. 





H. David Warner 





Robert S. Harris 


APPALACHIAN NATIONAL LIFE 


has appointed Robert Harden and 
Lawrence Ellis as general agents at 
Chattanooga. Mr. Harden has been 
with Seaboard Life and Mr. Ellis with 
Seaboard and Interstate Life & Ac- 
cident. 


GOTHAM LIFE has appointed the 
new life affiliate of the David C. White 
ageny, a general lines agency, as gen- 
eral agent at New York. William J. 
Rogers, who has been appointed vice- 








Man 
with _ 


Completely Vested Renewals for the 
premium paying period of the policy 
Substantial Override for General Agents 


Accident and Sickness Plans — 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


future... 


Agency Director. 


a future that now can be yours 
AS A GENERAL AGENT 


of the Central Standard Life Insurance Company 


re | A NEW CAREER CONTRACT OFFERS YOU — 


“The secret of success is Constancy to Purpose”’ 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

* liberal underwriting 





Benjamin Disraeli 


In Force: $357,405,420 
Assets: $107,284,880 
Surplus: $14,591,874 





Founded 1905 


211 W. Wacker Drive 
Life - Accident 





CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


Chicago 6, Illinois 
« Sickness 
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president of the affiliate, has beg 
with Prudential, Colonial Life as gep. 
eral agent and, most recently, Fung 
Administrators Inc. of New Jersey as; 
pension consultant. 


FIRST COLONY LIFE has appointe 
James D. Lester manager at Charles. 
ton. He has been with New York Life 


— 





Georgia International To 
Buy All Main Life Of Fla. 


Outstanding Common Stock 
Georgia International Life has com. 
pleted negotiations to purchase all of 
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the outstanding common stock of Main )}pillion, a 1 
Life of Florida and has placed $800.[were $791 m 
000, the estimated purchase price, jnfassigned sut 
escrow pending the final audit of Main year was $4 
Life’s affairs. having been 

Main Life, organized in 1957, has}rate of earn 
been operating as a reinsurance com.J}from 3.6% t« 
pany, and of its $25 million of lifelfrom 4.8% | 
in force, some $16 million is credit life {the new metl 
and the balance ordinary life. It alg fation of life 
has assets of more than $1.3 million }pill jumped 1 
and annual A&S premium income offan estimated 
$200,000. sales for the 

When Georgia International com.fagain of 57% 
pletes purchase plans, Main Life, for. PEN] 
merly located in Miami, will be domi- > Mut 
ciled in Tallahassee, will be operated is. 350 ya 
by Georgia International as a wholly. ayy 40. 
owned subsidiary and will have ig(@@2 $40 ™ 
corporate title changed to Florida. 
Georgia International Life for bette 
identification with the parent com. 
pany. 


N. D. Blue Cross Faces 


Depletion Of Reserves  Gocenata 


North Dakota Blue Cross will be ew investme 
without reserves by May 1, unless the ade during - 
state insurance department acts t 1 million we 
relieve the plan’s financial plight, ac. ! 

: : ore than $5 
cording to Ronald A. Jydstrup, director ans and ove! 
of the North Dakota plan. Blue Cros te. The yie 
has 217,000 subscribers in the state , 

‘ creased from 

“Unless the state insurance depatt- 
ment acts within 30 days, Blue Cros P 
will be in precarious financial shape”] Assets of Pi 
he declared, adding that the organiza-§53491 in 19: 
tion’s fate would then be in the de-fife in force w 
partment’s hands. He said he askedfld, an increa 
the department for advice after it hadftturn on inv 
rejected Blue Cross’ request for higherfotal income 
rates last October. The department has 55,510,332, a 
not replied except to say the filingfrves increase 
was turned down “to stop inflation” 0,591 and sv 

Mr. Jydstrup attributed his organ- 
ization’s shaky position to “abuse of 
Blue Cross, unnecessary duplication of 
hospital facilities, rising hospital costs, 
and the lack of satisfactory laws to 
protect health insurance _policy- 
holders.” 
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Interest Rate Increased To 4% 
Government Personnel Mutual has 
increased the interest rate to 4% m™ 
accumulated dividends and policy pro- 
ceeds held by the company under set- 
tlement option provisions. Premium 
paid in advance will be discounted @ 
4% up to a maximum of 20 years. 4 
4% interest will be paid on death pro 
ceeds and policy maturities betweel 
date of death or maturity and actud 

date of settlement. 
es INS 


Union Reserve Life of Minot, N. D, 
held its second annual sales conver: 
tion in January with 150 agents, & 
ecutives and wives attending. Nor 
bert Lange, executive vice-presiden! | 
reported that insurance in force had 
risen from $10.4 million at the clo 
of 1958 to $27.9 million at the close 0 
1959. Top agency for 1959 was th 
James Boro agency of Minot, W! 
more than $4 million of business wily [ 
ten. Top agent was Harvey Froese 4 
the Boro agency. 
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FimijLife Company Annual Statements Given 


Y asa (CONTINUED FROM PAGE 2) 


peneficiaries exceeded $208 million. 
ointeyfTaxes payable on 1959 operations to- 
arles.}taled nearly $11 million. 

: Life} Combined insurance in force passed 
——13714 million, a gain of $809,072,000. At 
> year-end, ordinary in force was $6,- 
191,729,000 and group in force was 
* —— 11,354,825,000. 


tock} NATIONAL LIFE OF VERMONT 
-com-¢ National Life of Vermont’s insurance 
all offin force at year-end exceeded $214 
Main }pillion, a 16% increase, and assets 
$800,.Jwere $791 million, up $48 million. Un- 
ice, infassigned surplus at the close of the 
' Mainfyear was $44,743,000, with $2,278,000 
having been added in 1959. The net 
7, hasjrate of earnings on investments rose 
- com-ffrom 3.6% to 3.69% and the gross rate 
of lifelfrom 4.8% to 4.86%. As a result of 
lit life the new method of federal income tax- 
It alsofation of life companies, National’s tax 
Nillion vill jumped from $2 million‘in 1957 to 
me offan estimated $4 million in 1959. Total 
kales for the year were $457 million, 
com-fa gain of 57%. 


e, for. PENN MUTUAL LIFE 
cont Penn Mutual Life assets reached 
erated |e 765,250,494 in 1959, a gain of more 
7holly-},2n $40 million, and insurance in 
ve Ithoree at year end was $4,946,196,378, 
lorida- $722,176,213 increase. During the 
better vear, more than $123 million was paid 
com-F, living and death benefits. Net op- 
rating income was $31,299,067 and 
23,600,000 was set aside for 1960 div- 
ends. Net interest rate on invest- 
ents before federal income taxes was 
; 89% compared with 3.76% in 1958. 
vill beNew investments of $163 million were 
ess themade during the year, of which some 
cts _t0b37 million was in corporate securities, 
ht, afore than $51 million in - mortgage 
irectot fans and over $5.5 million in real es- 
» Crostte, The yield on new acquisitions 

_ State. Increased from 4.52% to 4.91%. 


lepart- 

+ Cross PILOT LIFE 

shape” | Assets of Pilot Life increased $14,- 
ganiza- $33,491 in 1959 to $194,850,173, and 
he de- file in force was $1,603,473,827 at year 
asked #2d, an increase of $126,826,735. The 
it hadfeturn on invested assets was 4.6%. 
higherfotal income from all sources was 
ent has $0,010,332, a gain of $5,136,542. Re- 
. filingfrves increased $16,900,124 to $142,- 
lation.” #20,591 and surplus and contingency 
organ-fserves totaled $30.5 million. Living 
yuse offid death benefits paid were $23,891,- 
tion off27, up $2,564,099. Total life sales 








were $242,943,238, an increase of $4,- 
508,965. 


PROVIDENT LIFE & ACCIDENT 

Assets of Provident Life & Accident 
at the close of 1959 were $190,631,705, 
a gain of $18,862,000, and insurance in 
force was $2,626,877,755, up more than 
$199 million. Benefit payments totaled 
$78,483,000 during the year, a record 
and gain of some $6 million. A&S 
premium income was $77,396,469, an- 
other record and an increase of more 
than $6.6 million. Total sales were 
more than $333 million during the 
year. 


UNITED LIFE & ACCIDENT 

United Life & Accident’s assets at 
year end were $43,827,757, an increase 
of $2,991,288 and total capital in- 
creased during the year to $3,530,252. 
Life in force on Dec. 31 was $410,662,- 
684, a 16% gain. New business for the 
year totaled $101,583,542. 


WESTERN LIFE OF MONTANA 


Insurance in force of Western Life 
of Helena, now affiliated with St. Paul 
F.&M. group, at the end of 1959 was 
$486,363,224, which compares. with 
$416,203,754 the year before. Assets 
increased from $89.4 million to $96,- 
371,830. The gain from operations was 
$397,970 compared with $921,960 the 
year before. Sales of $115.9 million 
were a new high. Total income of 
$17,518,570 compares with $15,853,000 
in 1958. The company paid $5.9 million 
to policyholders and beneficiaries, in- 
creased the reserve for policies and 
contracts $5.7 million, paid $4.2 million 
in underwriting expenses and taxes 
and $1.1 million in dividends to policy- 
holders. 

Total assets increased to $96,371,830 
from $89,413,924 the year before, and 
surplus was up $142,210 to $10,960,766. 

Among the assets are $160,050 in 
home office and other real estate, with 
the home office buildings carried at 
$1. 

It is planned to move Western Life 
to St. Paul in the summer of 1961 and 
every employe has been offered the 
opportunity to make this change. The 
first unit will be relocated in the 
summer of 1960. A new home office 
building is being constructed in St. 
Paul to house Western Life. 
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“There goes a Valentine dow 
a single prospect with Anico’s complete line and special 


ANICO SALES LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 


policies.” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALE 


S 
AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER § BILLIONS OF 
INSURANCE IN FORCE 
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Check-O-Matic insures that those in- 


IT’S AUTOMATIC 


JOY 
INSURANCE WITHOUT EFFORT 
LIFE AND CASUALTY’S CHECK-O-MATIC 


2 Makes the monthly payment of insurance pre- 
miums completely automatic 
never lift a finger, move a pen or stick a stamp. 


... $0 that you 


be paid WHEN 





Life Insurance in Force 
Over $1,700,000,000 
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FieNATIONAL UNDERWRITER 


Editorial Comment 


Fact-Finding Should Come First 


If NALU decides to embark on a 
crusade against association mass cov- 
erages, along the lines urged by NALU 
Trustee R. Edwin Wood, Phoenix Mu- 
tual, San Francisco, his recommenda- 
tion to engage a “research analyst” 
seems not only wise but vitally neces- 
sary if NALU is not to repeat its 
long-drawn-out jumbo group frustra- 
tion. 

The open letter that Mr. Wood has 
written to the NALU board on this 
subject is reproduced in this issue, 
starting on page 1. 

In agreeing with Mr. Wood’s re- 
commendation to engage a research 
analyst, we believe the fact-finding 
process should go even beyond what 
would ordinarily be considered the 
province of a research analyst. 

The lesson from the jumbo group 
defeat is that life companies that are 
doing a substantial business in a given 
type of coverage aren’t going to agree 
to be restrained just because NALU 
doesn’t like it. The companies that 
held out against NALU’s jumbo group 
proposals are the same ones that were 
against them when NALU first ap- 
pointed a group committee. 

This observation reflects no dis- 
credit on NALU or its group commit- 
tee. At the time the committee was 
appointed and for quite a while there- 
after the policy of negotiating with 
the group-writing companies on statu- 
tory limit proposals seemed like a 
sound approach. Of course, hope wore 
pretty thin toward the end of the 
party, but everybody concerned was 
willing to take the necessary time to 
make completely sure that every rea- 
sonable possibility was explored before 
abandoning the project. 

But in the light of the knowledge so 
obtained, NALU should be able to 
proceed with a more realistic strategy 
in trying to curb association mass 
coverages. With the help of truly ob- 
jective fact-finding it should realistic- 
ally appraise its chances of success 
and determine which of the possible 
courses have the best chances of 
succeeding. 

The national association should con- 


sider all the forces that it faces—the 
strength of the companies opposing 
adverse legislation, their willingness 
to accept business even though it dis- 
pleases NALU, the difficulty of un- 
selling laymen bemused by the magic 
of the group concept. Sober consider- 
ation of these and other factors might 
well result in a decision that there is 
a good chance of stopping the spread 
of association mass coverages and even 
reducing the amount of such insur- 
ance. Or the decision might have to be 
that there was no rational basis for 
hoping to push back or even materially 
restrain the spread of association mass 
coverages. 

In either case, NALU leaders would 
be making their decision with their 
eyes open, armed with the best in- 
formation available. Even though fac- 
ing what seemed like certain defeat, 
NALU might still want to undertake 
the crusade, on the basis that nobody 
can say a battle is lost until an all-out 
effort has been made to win it. Per- 
haps NALU might decide to make the 
fight, even without the slightest hope 
of winning, as a matter of defending a 
principle. 

But whatever the decision, honesty 
and good sense demand that NALU 
evaluate its own strength and that of 
the opposition and make an informed 
decision rather than take an emotion- 
ally motivated plunge into the un- 
known. It would not enhance NALU’s 
prestige with its members to underrate 
the strength of the opposition and then 
have to explain, after going down to 
defeat, why the NALU leadership had 
so misjudged the odds. 

What Mr. Wood is suggesting seems 


- to have one important success factor 


that the jumbo group effort lacked: 
Whereas the jumbo group campaign 
was directed at getting the cooperation 
of group-writing companies in sup- 
porting statutory limits, the associa- 
tion mass coverage proposal would 
presumably go directly to the legisla- 
tors and to the professional and other 
associations considering the purchase 
of mass coverage plans. 

This latter approach has had only 


limited success so far, or there would 
not be any basis for the kind of cam- 
paign Mr. Wood is urging. The New 
York State Assn. of Life Underwriters 
has been responsible for some develop- 
ments that Mr. Wood cites in his 
letter but the lack of wider success 
may be due to the absence of the kind 
of ammunition that a research analyst 
could be expected to develop. 

Mr. Wood also seeks material that 
would be useful in preventing a fur- 
ther opening of legislative doors to 
association mass coverages. This will 
be a difficult approach, if for no other 
reason than that so many legislators 
are lawyers, and lawyers have been 
among the more interested groups in 
espousing the association mass cover- 
age idea for themselves. 

Added to this would be the opposi- 
tion of the companies writing associa- 
tion mass coverages and of the various 
organizations that want such coverage 
for their members. Where such groups 
are involved, there is frequently a 
powerful though unseen motivation: 
Getting this coverage is quite a feather 
in the cap for the president and/or 
executive secretary of the organiza- 
tion. It makes the executive secretary’s 
job bigger and perhaps more per- 
manent than it would otherwise be. 

With all the hostile strength that 
NALU would face, it seems obvious 
that in embarking on such a venture 
as Mr. Wood proposes the national as- 
sociation should at all costs avoid 
kidding itself about the validity of its 
contentions. It should realize that its 
arguments, however well buttressed 
with facts, will be subjected to the 
toughest kind of attack, some of it 
grossly unfair. The NALU case must 
be so clearly, completely and con- 
vincingly presented that it cannot be 
“twisted by knaves to make a trap for 
fools.” 

From listening to much discussion 
on various proposals affecting what is 
described as the public’s interest, we’d 
say that one thing that needs to be 
done is to draw a sharp line between 
arguments based on the welfare of the 
agent and the agency system on the 
one hand and arguments based on 
what is demonstrably in the interest 
of the insuring public on the other. 

In the association group discussions, 
as in the debate over jumbo group, 
these two types of considerations tend 
to become confused. It is often diffi- 
cult to tell which viewpoint a speaker 
is arguing from. Without meaning to, 
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he jumps from one basis to the Othe | knock low 
and back again. Both types 0* argf{show wv. her 
ments are sound and should be ugg Such a | 
where appropriate, but they need to yw questions a 
kept separate, and advanced withogthe agency 
confusing one with the other. OtheJcause of a 
wise the public gets the idea that afIt seems t 
the talk about the insurance buyeJNSLI, soci 
interest is just a cover-up for thfand mutua 
“real” reason: concern over what jjassociation 
happening to the agent’s market. [cheaper bi 
Members of the public can be e§wouldn’t it 
pected to be moved only by argumenfbedding to 
based on their own welfare. They athe benefit « 
quick to scorn a line of reasoning Or, “You 
purports to be in the buyer’s interefservice we 
but is really for the agent’s benefit, fpuy indivic 
fact, the public is probably too propfassociation 
to look cynically for the agent’s selfig}polled our 
angle even in a position that anfcentage say 
insurance man can recognize as being from their a 
solely in the buyer’s interest. buying a pc 
The insurance buyer may agree th#say that onc 
the agency system and the agent senfa policy, he | 
a useful purpose but it seems unlikelftry to sell a1 
that he can be made to feel stronggthing unusu 
enough about this so he will pass yffigures to prc 
what seems like a bargain insuram} Only by as 
deal from his association. On the othgfacts, using 

























erage statutes—but the 
will take such arguments serious 
only if given convincing proof that th 
agency system is really going toy 
harmed materially and that it play 
an important role in the welfare ; 
the insurance buying public. Ha 
again, the fact-finder would be « 
sential. 
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dual and mass coverages should My 
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would be only sensible to stage a dipresident of 
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cates.” They would do their best 1 Giese HL ; 
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By H. W. Cornelius of Bacon, Whipple & @ile. All three w 
135 S. La Salle St., Chicago, February a eported not crit 














Bid 

$ a 
Aetna Life 84 8 
Beneficial Standard ...........ccccc 15 i] 
Business Men’s Assurance ........ 40 4l € 
Cal.-Western States)... 114 i 
Commonwealth Life ..... 21 F. 
Connecticut General ... 360 REX 
Continental Assurance 155 bl McCUL 
Franklin Life vcs 75% + “mpce-President | 
Great Southern Life «0.0.0... 17 wpmerican Assur: 
Gulf Life 20% fled there. He 5 
Jefferson Standard........0.0.....0... 93 pna ; 
Kansas City Life ....... .. 1400 a ” r from 19: 
Liberty Natienal Life 58% spore that had 
Life & Casualty .........0+ 20% ose. He was 
Life of Virginia .......... . 49% hen of Sou 
Lincoln National Life . Al 4 thwe 
National L. & A. «ws 116 . 
North American, II. 15% , 
Nw. National Life .... 101 ~«16 “0HN F. MOL 


58 PUT years ago | 
* BiFTvice departme 
gf"280, died in 


Ohio State Life 
Old Line Life 
Republic National Life 
Southland Life 














Southwestern Life ccc 55% ean with 
Travelers 83% 8 PMe office in 19 
United, Ill. 47 che vision. This div 
U. S. Life 38 ered at the t 
Washington National .................... 52 5 ‘ “ 

41 eryed a major rq 


Wisconsin National Life 
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othe|knock ‘own the NALU case and thus 
argdshow v.2ere it needed shoring up. 
usaf Such a panel might ask such dirty 
toby questions as, “How can you be so sure 
ithoy the agency system will go to hell be- 
Ythegcause of association mass coverages? 
at afIt seems to be surviving in spite of 
uyerJNSLI, social security, jumbo group 
r thfand mutual funds. And anyway, if 
hat Jassociation mass coverage is really a 
st, cheaper buy for the policyholder, 
ye e§wouldn’t it be just a form of feather- 
Imenfbedding to restrict such coverages for 
ey atthe benefit of the agency system?” 

g tha Or, “You talk about the personal 
nterefservice we get from an agent if we 
fit, ybuy individual policies rather than 
propassociation group. But we’ve just 
selfigJpolled our members and a big per- 
't ancentage say they never get any service 
- beinffrom their agents except when they’re 
puying a policy. And many of them 
ee thsay that once an agent has, sold them 
t senga policy, he never comes back, even to 
nlikeftry to sell another one. Is that sort of 
tronggthing unusual? Do you have any 
ass yfigures to prove it?” 

uran} Only by assembling all the relevant 
e oth#facts, using them to build the most 
can effective arguments and then testing 
) armfthese arguments against the nastiest 
sarnisfscrub team available can NALU build 
r libega case that will have even an outside 
ss cogchance of prevailing.—R.B.M. 

















Personals 


Francis Lund, general agent at Min- 
eapolis of New England Life, will be 


wan’s development council, which as- 
sists the university with its public 
lations program. 


George H. Schuermann of Union 
entral Life, who is president of Chi- 
ago Assn. of Life Underwriters, his 
wife and son were involved in a head- 
in collision. The impact threw their 
ar into the oncoming lane, where it 
was struck again by another automo- 
ple & Opile. All three were hospitalized but are 
y 9, Weeported not critically injured. 


He went to San Francisco in 1925 to 
head the field service department and 
in 1934 took charge of the field service 
department at Chicago, where he was 
also in charge of field service training. 
His son, John F. Jr., is also in the 
group insurance business, with Alex- 
ander & Co. at Chicago. 


GORDON R. BINGHAM, 51, vice- 
president and actuary of Northern 
Life of Seattle, 
died of a heart at- 
tack. He went 
with the company 
in 1944 as a actu- 
ary, and in 1957 
he became vice- 
president. He ent- 
ered the business 
in 1929 with Sun 
Life of Canada and 
worked in the un- 
derwriting and 
mathematics de- 
partments. In 1936 
he joined Great Northwest Life of 
Spokane and became vice-president 
and actuary. Mr. Bingham was a fellow 
of Society of Actuaries. 


JACOB M. KRAUS, 70, who retired 
as financial vice-president and director 
of Colonial Life in 1952, died at Orange, 
N. J. He had been a bank examiner for 
the New Jersey department, vice-pres- 
ident of the Trust Company of New 
Jersey and of Central Home Trust 
Company of Elizabeth, and, since his 
retirement, a representative of Home 
Title Guaranty Company of New York. 
He was also a director of several bank- 
ing institutions. 


ALBERT S. ANDREWS, who retired 
some 16 years ago as manager of Na- 
tional Life & Accident at Knoxville, 
died at Atlanta. 


BENJAMIN F. CARLE, 86, president 
of Railway Mutual Benefit Association 
for three terms, died at Chicago. He 
was national secretary at the time of 
his retirement in 1957. 


CLARK E. BELL, who retired in 
1947 as inspector of agencies for New 
York Life in southern California, Ari- 
zona and New Mexico, died at San 
Marino, Cal. He had been with the 
company for 42 years, joining it at San 
Francisco, where he later became an 
agency organizer. He had also been 
agency director at Sacramento and a 
supervisor at Los Angeles. He was 
past president of California Life Un- 
derwriters Assn. 


HENRY CASHMAN, 60, assistant 
secretary of Federal Life, died. He had 
been with the company 36 years and 
was head of the A&S underwriting 
department. He was a member of the 
risk selection committee of Health In- 
surance Assn. 


Gordon R. Bingham 
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1 REX McCULLOUGH, 50, senior 
mpce-president and director of All 
wpmerican Assurance of Lafayette, La., 
4 ‘med there. He was a Louisiana state 

ator from 1956 until this year and 
y,  spelore that had served in the lower 
y,  wPouse. He was also former dean of 
V9 Po of Southwestern Louisiana Insti- 
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% G|40HN F. MOLLOY, 64, who retired 
apur years ago as head of the field 
BiRrVice department for Travelers at 
‘Pticago, died in Fort Lauderdale, Fla. 

t began with the company at the 

me office in 1917 in the field service 

vision. This division was just getting 
etled at the time and Mr. Molloy 

Ayed a major role in its organization. 





Rhodes Group Claims 
Control Of 53% Of 
Old Line Life Stock 


The stockholders group headed by 
E. C. Rhodes of Aberdeen, S. C., that 
is seeking to oust the management of 
Old Line Life, has discontinued its 
offer to buy Old Line stock at $80. The 
Rhodes group claims to have more 
than 53% of the stock in possession or 
control for the stockholders meeting. 

Originally the Rhodes group was 
offering $70 for Old Line stock, but a 
short while ago, when it said it had 
control of 47% of the 100,000 shares, it 
went to $80 in order to pass the 50% 
mark. H. R. Buckman, home office 
general agent who is up for a seat on 
the board in behalf of the Rhodes 
group, said his contingent is still seek- 
ing proxies. 
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HERE’S THE HELP YOU NEED... 

Our facilities and experience in handling tough life cases will 
enable you to place a maximum amount of business with a 
minimum of time and trouble. 


Liberal underwriting of substandard risks. 

Older ages — select lives to 80. 

Low premium life contracts par and non par. 

A wide variety of low premium term plans. 

Single Premium Immediate Annuities — high returns 
per $1000 deposit. 

Foreign Travel and Residence coverage. 


BRANCHES IN THE FOLLOWING CITIES: 


Baltimore e Boise e Boston e Chicago e Cincinnati e Cleveland e Columbus 
Denver ¢ Detroit ¢ Flint ¢ Hartford e Honolulu e Lansing e Los Angeles e Miami 
Minneapolis ¢ Newark e Oklahoma City ¢ Philadelphia e Pittsburgh e Portland e Richmond 
Saginaw e San Diego e San Francisco e¢ Seattle ¢ Spokane e Washington, D.C. 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 52-60 











Interested in additional tax 
savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 

MINIMUM PURCHASE $10,000 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 
67 WALL STREET 
NEW YORK 5, N. Y. 
BOWLING GREEN 9-5726 ESTABLISHED 1954 
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Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 


in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 
ACCIDENT and SICKNESS 
UNDERWRITER 

Our Southern expansion into the Accident 
and Sickness field offers an exceptional 
opportunity. Continual growth offers ex- 
cellent management potential. 

Candidates should have 3-5 years in- 
tensive experience underwriting individual 
personal lines Accident, Sickness, Hospi- 
talization coverages in Branch or Home 
Office. Should have had wide latitude for 
risk selection and have ability to plan and 
direct training activities. 

Send complete resume including age, 
experience, education, expected salary to: 
Personnel Manager 
ALLSTATE INSURANCE COMPANY 
3585 Northside Parkway N.W. Altanta, Georgia 
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AGENCY SUPERVISOR 


America's leading “non-drinkers" insurance 


company needs high caliber man as 
Agency Field Supervisor covering ten state 
area. Applicants must be total abstainers, 
be under 40, have multiple line experience 
and have some background in production 
methods of "direct type" producers. Good 
starting salary and unusual opportunity 
for advancement. Write, giving full par- 
ticulars including photograph, directly to: 
Preferred Risk Mutual Insurance Company, 
6000 Grand Avenue, Des Moines, lowa. 








CREDIT INSURANCE 


A management position titled Consumer 
Finance Manager requiring administrative 
and sales abilities is available. Respon- 
sibility is for product development and 
merchandising of Consumer Finance In- 
surance portfolio including Life and A&S. 
This is a group Sales Staff position re- 
quiring relocation to Columbus, Ohio. Re- 
plies are regarded confidentially. Write: 

Personnel Employment 

NATIONWIDE INSURANCE COMPANIES 


246 North High Street 
Columbus 16, Ohio 








ATTENTION COMPANIES 


Insurance Company interested in pur- 
chasing a book of the Florida life insurance 
business. No restriction as to volume. Write 
Box M-39, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








UNIQUE CHARTER COVERING LIFE, CASUALTY, 
AND TWENTY-FOUR OTHER VARIETIES INSUR- 
ANCE. YOUR OPPORTUNITY TO ENTER CANADA 
ONE OF, IF NOT THE BEST, LUCRATIVE FIELDS. 
REPLY BOX M-2, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 











Available For 
DIRECTOR OF AGENCIES POSITION 

Age 47, Graduate of L.I.A.M.A. 17 years 
successful General Agent Operation, same 
Co. Life and A. & H. Write in absolute 
confidence to Box M-33, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


FieNATIONAL UNDERWRITER 


can Casualty; J. B. Donnally, Pan- 
American Life; Wayland Mansfield, 
Woodmen Accident & Life; Donald E. 
Temple Jr., Massachusetts Mutual Life, 
and W. E. Thomas, Zurich. 

Benefit Provisions. C. M. Barricklow, 
Business Men’s Assurance; M. F. 
Chauner, Life of North America; A. E. 
Johns, Paul Revere Life; G. N. Wat- 
son, Crown Life, and T. R. Wilcox, 
Guardian Life. 

Cost Control. Kenneth Barrows, 
Bankers Life of Iowa; Reginald A. 
Burns, Travelers; J. W. Chapman, 
New York Life; Harold F. Harrigan, 
Metropolitan Life, and George Stein- 
bach, Security Mutual Life of New 
York. 


Private Plan Chosen 


In his keynote address, Mr. Skutt 
said that although the facilities of the 
government are certainly large enough 
to administer a plan of insurance, a 
private plan of group insurance was 
recently chosen for over 4 million gov- 
ernment employes and their depend- 
ents. This was the greatest tribute 
possible for voluntary insurance, he 
said. 

Mr. Skutt said that such a plan is 
a splendid example of cooperation of 
government and business. Further- 
more, it is possible that in the ap- 
plication of this principle could be 
found the answer to certain areas of 
coverage for the aged which now seem 
a problem. The problem could be 
placed in its proper sphere—business, 
not politics. 

Responsible insurance institutions 
recognize a duty to relieve an over- 
burdened government from increasing 
its functions, personnel, bureaus and 
other activities in the health insur- 
ance area, he stated. 


Benefits Have Risen 


During the past 10 years, annual 
group health benefits paid have in- 
creased from $957 million to over $5 
billion. During the same period of 
time, the number of people covered 
has increased from less than 66 mil- 
lion to over 127 million. And yet, 
paradoxically enough, it is seriously 
suggested in Washington that only 
the government can provide and prop- 
erly administer health insurance, Mr. 
Skutt said. 

The speaker quoted two statements 
made in Washington, one to the effect 
that voluntary health insurance has 
not and cannot do the job and the 
other stating that Soviet gains already 
threaten this country’s very existence. 
Mr. Skutt asked his audience how 
creating an additional governmental 
activity will help meet this basic issue 
of survival. He asked how, if the in- 
ternational situation is as perilous as 





MANAGER, D.P. DEPT. 

IBM Ramac Installation with fast- 
growing California-located life in- 
surance company; salary open based 
on experience. Send resume to Box 
M-29, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 
4, Ill. 








IT’S NOT TOO EARLY 


Other Life Companies are already writing or 
planning to write FIRE-CASUALTY lines. It's 
' too early to get an experienced FIRE- 

} CASUALTY Monager on your team. | will take 
ty. Write Box M-38, c/o The 
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SUPERINTENDENT OF AGENCIES 

A Florida Life insurance company seeking the 
service of a man qualified in the field of re- 
cruiting, training and supervision. Excellent 
opportunity for advancement, Reply, giving 
biographical information and resume, to Box 
M-35, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 











(“WANT ADS.» HIA‘s Major Medical Workshop Sessions Draw SRO Crowd Of 590 


(CONTINUED FROM PAGE 2) 


some suggest, can the country divert 
any of the strength, energy and re- 
sources of the government into a new 
health insurance project when this 
service is already being carried on by 
over 1,200 private institutions. 

So many proposals of different ac- 
tivities for the government to take 
over have been made that people are 
completely confused, Mr. Skutt said. 
Grogginess from too much government 
has apparently affected the hitherto 
high literacy rate of the people. The 
three R’s have been forgotten. The 
speaker suggested that people ought to 
Read what is actually proposed, apply 
some ‘Rithmetic to see what it will cost, 
and then ‘Rite to Washington to stop 
unnecessary and costly activities. 


Aged Constitute Groups 


Mr. Skutt said that in the search for 
voluntary health coverages there has 
developed a sort of merging of the 
individual and group concept of such 
coverages. The group principle has 
been applied to the writing of the 
aged which, though individually writ- 
ten on an enrollment basis, actually 
constitute groups by state. 

The aims and purposes in both 
group and individual health coverages, 
outside of individual tailoring of these 
coverages, are the same, he said. 
These consist of providing, selling, and 
servicing adequate coverage. 

Mr. Skutt closed by asking for con- 
tinued conscientious efforts so that 
further expansion of voluntary plans 
can become a reality. He said that 
those in attendance were doing more 
than planning for the progress of the 
business and the companies repre- 
sented; they were also preserving vol- 
untary health insurance from the pit- 
falls of enticing but poisonous propo- 
sals now facing the country. 

Milton J. Goldberg, director of re- 
search Equitable Society, was the 
luncheon speaker Tuesday. His talk, 
brief and, for the most part, humorous, 
was extremely well-received. 

Whether major medical becomes 
established as the most practical form 
of health insurance depends upon 
public acceptance of the coverage’s 
basic principles and the _ success 
achieved in keeping its price within 
bounds, A. B. Halverson, 2nd _ vice- 
president Occidental Life of California, 
stated at the opening session Monday 
morning. 


Education Is Necessary 


Mr. Halverson said it is doubtful 
whether such acceptance will become 
a fact without vigorous education ef- 
forts on the part of the industry. Fur- 
thermore, the industry must be able to 
furnish conclusive evidence of its 
earnest intent to improve the under- 
writing and administrative practices 
pertaining to major medical. 

Looking at the coverage’s experi- 
ence, the speaker said that except un- 
der unusual circumstances, the bal- 
ance of A&S business should never 
be expected to subsidize for any length 
of time the high loss ratios that might 
occur under major medical. 

One of the primary reasons for fi- 
nancial difficulties with major medical 
has been the generally competitive 
situation which has had an adverse 
effect upon the initial major medical 
rate tables. Also, an insufficient ex- 
change of experience between com- 
panies has often led to unfortunate 
rate increases, he said. 

Two major medical features—the 
deductible and coinsurance—were 
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discussed by Mr. Halverson. He ; 
scribed the latter as “still the } 
way to make a person feel the cost 
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Doctors Favor Deductibles 


Doctors, he said, generally belie 
that deductibles are essential. Th 
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estroy us,” Mr. Halverson concluded. 
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hospital administrators on various pro- 
grams, including a hospital bulletin 
service and a hospital admissions serv- 
ice under which the insurance benefit 
is accepted as an admission credit 
against the hospital bill. 

Mr. Faulkner stated that equally 
important progress can be expected to 
stem from the work of the council’s 
recently formed Para-Medical Rela- 
tions Committee. 


Ends With Note Of Optimism 


Saying that the business is in the 
“vortex of a whirlwind of social, eco- 
nomic and political influences and 
crosscurrents,” the speaker ended on 
an optimistic note: “In the Health In- 
surance Council we sincerely believe 
that our business has created an ef- 
fective instrument for the solution of 
the common problems of insurers and 
the providers of health care.” 

An extremely interesting feature of 
Wednesday morning’s closing session 
was a panel discussion which sum- 
marized results of the major medical 
workshops. With Mr. Halverson moder- 
ating, panel members were the Messrs. 
Beebe, Shinn and Wolfson. 

Mr. Beebe remarked that since so 
many different claim departments 
were suffering from poor experience 
with major medical it was difficult to 
really tell where the trouble lay. The 
problem could be either that benefits 
were too high, premiums were too low 
or almost anything else. 

A large percentage of companies 
reported that experienee of over 90% 
was being felt. While some weren’t 
writing deductible on surgical charges, 
others were. Many companies are ap- 
plying rigid limitations on new group 
members. 

Other summarizations noted by Mr. 
Beebe: One company said that claim 
costs on “wide-open” plans increase 
15% a year. Relative value fee sched- 


N. Y. Estate Planning 


Council Is Organized 

NEW YORK—The new Estate Plan- 
ning Council got off to a good start 
at a dinner at the Yale Club here. The 
organization, which consists of life 
insurance men, lawyers, and CPAs, is 
opening up in a difficult territory, 
since New York has not proven to be 
receptive to the idea of estate planning 
groups in the past. The hope is that 
the council will find common ground 
binding a variety of perspectives on 
estate problems. 

The subject of the first meeting was 
how estates can be protected from the 
plunder of taxes and inflation. After 
an introductory talk by David Stock, 
New York lawyer and president of the 
council, Benjamin Stern, New Eng- 
land Life, spoke on the necessity of 
an objective appraisal of the relation 
between equities and fixed income 
securities, between life insurance and 
bonds, and between term and ordinary 
life insurance. He recommended the 
inter-vivos trust as a way of protect- 
ing the estate and permitting flexi- 
bility in handling estates. 

Avery Rafuse of the accounting firm 
of Arthur Young & Co., New York, told 
the group of a number of tax advan- 
tages which the use of the trust can 
give an estate, and especially the 
charitable trust. The meeting ended 
with a question-and-answer period. 





Surety Life of Salt Lake City has 
registered a 10,000 share stock regis- 
tration statement with the SEC, the 
price and underwriting terms to be 
supplied later. The company has 59,- 
200 shares outstanding of which the 
officers own 43.8%. 


ules are proving highly controversial. 
A schedule of maximums often en- 
courages doctors to go the limit; with- 
out the schedule, doctors charge a sum 
they feel is fair and then are amazed 
when the company complains. Major 
medical plans should be designed 
more conservatively; companies may, 
accordingly, sell less of them, but 
lapses should also be lessened. 

Mr. Shinn said a wide variety of 
reasons were given for the poor ex- 
perience involved: geography, size of 
cases, time when case was bought, 
type of plan, etc. 

The speaker said it was difficult to 
offer’: much of a summarization inas- 
much as there is no one, standard 


major medica} plan. However, certain. 


trends do emerge: Policy provisions 
are being restudied; most companies 
are developing new rate tables; more 
selective underwriting is being util- 
ized; and renewed educational efforts 
are being made—especially with re- 
spect to employers and doctors. 

Mr. Shinn said almost everyone noted 
one aspect of the total problem as 
“disturbing’’—the lack of reliable sta- 
tistical information. Better information 
must be secured. A distinction must be 
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made between rising costs of major 
medical plans and rising costs in the 
industry generally. Companies must 
find better ways of exchanging valu- 
able information. 

The “reasonable and proper’ word- 
ing in the contract has caused a good 
deal of confusion, Mr. Shinn reported. 
No one seems to know exactly what 
“reasonable” and “proper” consist of. 


Mr. Wolfson said his sessions 
brought out the fact that many com- 
panies are using inspection reports on 
the small group cases. With regards to 
transfer business, most companies 
want previous experience, although 
this is often difficult to procure. 

A question period which followed 
brought the response from Mr. Shinn 
that while many companies are resist- 
ing pressures toward higher maxi- 
mums, the trend is definitely toward 
them. 

L. M. Cathles Jr., vice-president 
group division, Aetna Life, discussed 
in great detail what has become known 
as FEHBA—Federal Employes’ Health 
Benefit Assn. He said that one aspect 
of the plan that will probably cause 
some underwriting problems is the 
fact that four plans are available. 
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These and many other names have been applied to this 
vital high-limit, long-term Accident & Sickness Group Dis- 
ability Income Plan for employees of business and industry. 
Whatever you call it, you can be certain that American 
Casualty’s specialists can create the plan that assures the 


Tell us what your prospect needs. We'll prepare a plan that 
will fill his requirements, no matter how large his organ- 
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BEHIND THE 
NYLIC AGENT... 


A dynamic 
advertising program 
to support | 
his personal selling! 


Aimed at an audience of prime insurance prospects, hard-hitting 
advertisements back up the personal selling efforts of every Nylic Agent. 


Eye-catching campaigns advertising New York Life’s modern policies 
designed for financial security are seen by millions who regularly read 
leading national magazines, newspapers, Sunday magazine sections 

and farm publications. Other campaigns appearing in business magazines 
tell executives about New York Life’s modern Group Insurance and 
Employee Protection Plans. And New York Life’s public-service ‘‘Career”’ 
articles (already 35 in number) draw thousands of inquiries a 

month from readers interested in helping their children plan their futures. 


The result is not only increased Company prestige but a tremendous 
nation-wide audience ready to hear more about New York Life’s complete line 
of products from the Nylic Agent in the Community. 


= New York Life 
Insurance @ Company 


51 Madison Avenue, New York 10, N.Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance + Group Insurance +- Annuities 
Accident & Sickness Insurance « Pension Plans 
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